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Building championship power into Louisville 
Sluggers has been our business since 1884. 
This accumulated knowledge of bat making 
is your assurance that the Louisville Slugger 
models you select are the finest bats which 
skill and “know how" can produce. 


16 models —a bat for every 
type of softball hitter 
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“‘WATIONAL ADVERTISING 


BACKS UP MY BIG STORY 


scour LUAAITE! 


says Mr. Lewis Shapiro 


of Lewis Hardware & Supply Company of Richmond, Va. 


66 VE GOT A BIG STORY to tell my customers about 
Lumite screen cloth, because Lumite’s got big selling 
points—and lots of ‘em! 

“When I start talking Lumite, my customers almost 
always know the name, because Lumite advertising does 
such a terrific job of putting the name across! I've found 
Lumite advertising really works right with me in my 
store!” 

Right, Mr. Shapiro! Lumite advertising works with 
you—and with everyone else who sells Lumite screen 
cloth!—because it’s the biggest and best advertising cam- 
paign in screen cloth history! . . . backed not by one but 
by three big companies: 

Lumite Division, Chicopee Mfg. Corp. of Georgia 

The Dow Chemical Company 

The National Plastic Products Company 
37 big-space advertisements—most of them in color— 
will reach almost every home-owner and farmer in 
America during your big screen cloth season! 
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CAN'T STAIN 


iM bn «ES! Berti tasts LONGER 
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SARAN SCREEN CLOTH 





*Registered Trade-mork 


COSTS Less 








One of the hard-selling advertisements in the biggest 
advertising campaign in screen cloth history . . . that 
will be seen by the more than 20 million readers of 
American Home, Better Homes & Gardens, Country 
Gentleman, Good Housekeeping, Mechanix Illustrated, 
Popular Mechanics, Popular Science, Progressive Farmer, 
Small Homes Guide, Sunset. 


aE Buy Lumite Ser 
. @ Screening ot yo. Hordwore, Lumb 
umber or By 


" write for F : 
Stock up now for your big screen cloth selling season! Lumite screen cloth Virownd Mig a SAMPLE o 
orp. of 


is distributed by lumber, hardware and building supply wholesalers 
Write for FREE sample and further information 


LUMITE DIVISION, CHICOPEE MFG. CORP. OF GEORGIA + 40 WORTH STREET, NEW YORK 13, N. Y 
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FARM-PROVED FENCE "\eeraneuen 


wih DURABILITY 
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STEEL 


=. 
‘ r | 

Tightly wrapped hinge joints . . . for long, 
hard service , == 
High-quality zinc coating . . . wards off rust Hay pity Tm 1] 
and corrosion ' | 
Tough, full-gage wires .. . for strong, per- 
manent fencing 
Springy tension curves ... that keep fence 
tight and trim 


Remember to show Bethlehem Barbed Wire and 
Steel Fence Posts to your fence customers. It's 
all top-quality steel . . . for really durable fenc 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA ing. Ask your jobber. He can supply you with 
paRSeaas preente-eee Sine Sip eas Opis ee fence barbed wire, and steel posts in standard 


nm. Export Distribute Bethiehem Stee! Export Corporotic 


sizes and styles to meet all farm requirements. 


SULLY YOUU DD he 


neTH LEHEWy 
mT 


AUTOMATIC 
Wt. 
BARBED WIRE BALE TIES BALER WIRE MWAMMUL 


SOUTHERN HARDWARE for MARCH, 195! 





The Greatest All-Purpose Outdoor 
Light on Today’s Market! 


Now you can offer your trade a great new single 
mantle Coleman Lantern—superior in structure, 
appearance and service to any present or previous 
similar models! This new Model 200 has a new and 
improved burner—is more compact in design, stur- 
dier, built to take plenty of hard use. Has larger 
fuel fount (1% pints) for longer lighting service; 
larger, easier-to-remove filler plug for easy filling. 
More attractive in appearance with new red porce- 
lain ventilator top. It’s sure to outsell previous ever- 
popular single mantle Coleman Lanterns. Just show 
it...light it...demonstrate it...and you'll sell it to a 
wide range of customers: farmers, outdoorsmen, 
dairymen, poultrymen, truckers, industrialists, busi- 
ness men, and others. 


Sell It with Reflector as 
the Sportsman's Special 


A combination offer with great appeal 
to sportsmen and added profit to you 
lantern with Coleman Reflector 
for one price. Reflector makes high- 
powered spotlight of lantern 
centrates a flood of brilliant light 
wherever wanted. Easily detached. 
All Coleman Lanterns light instantly; 
make and burn their own gas from 


gasoline. 40 hours light per gallon of 
fuel. Storm-proof. 


Model 220D (left)—A big powerful 
2-mantle lantern. Floodlights 100-foot ' a tee HOES 
Endorsed 


area. Equally good for outings or by 

r » choos LEADING : 
night time chores. FARMERS LEADING 
Model 228D—Same as model 220D, Everywhere! OUTDOORSMEN 


but with wide reflector top. Everywhere 








The Coleman Line is Your PROFIT LINE Because More 
People Buy Coleman Than All Other Similar Lines Combined _ 


Timely Products to Push for Profit Now—Order from Your Jobber 


ony <= ty Speedmaster Marine Stove 
Stove |S Better meals, more cone 
Stove t venience tor boat owners 
Cooks like a Good eats RS afloat or ashore. Two 
city oe teren: * me — burners. Kerosene and 
folds up, e nome alcohol models 
carries like Of away 


itcase 


THE COLEMAN COMPANY, Inc., Wichital,Kansas _ <a 
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PLUMB 





HAMMERS +- HATCHETS + AXES + FILES 


ee 
and speedy, the destroyer is built 
to strike herd and fost—to hit 


with ferce and accuracy 













BIGGEST 
NAME IN 
PLUMBING 
RUBBER 





PRODUCTS 


No. 36 Lucky Strike 
FAUCET WASHER 
ASSORTMENT 


36 individval packages 

t. Each pockage 
includes 8 genuine 
lovelle bevelled foucet 
washers in all popular 
sizes with necessary 


brass screws 


- 


YOUR COMPLETE PLUMBING RUBBER DEPARTMENT 


MADE RIGHT! 


PRICED RIGHT! 


No. 424 Fit One-Fit All 


PACKAGED RIGHT! TANK BALLS 


12 individually packaged 
tank balis to colorful 
counter unit Special 
topered seat for smooth 
peration on all size 


ee yi /) a flush valves 
\ ZY Yeh GIibber Company . 


426 N. Wood Street, Chicago 22, Illinois 


Tank Balls « Faucet Washers « Force Cups * Hose Washers « Basin Stoppers « Repair Assortments 
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Hop on the Patterson-Sargent band- 
wagon now and let BPS Flatlux lead 
the way to bigger, juicier profits! 
LN elol-ModlismelimelilcMiMisl-M iulelamel-laelgen: 
tor colors your customers demand, BPS 
Flatlux is washable, durable, easy to 
apply. Above all, BPS Flatlux is a 
money-maker a fast turn-over 
paint that's ringing cash register bells 
all over America. And remember . 

all profits are yours under a BPS 
Protected Territory Franchise. By all 


means, look into it today! 


a me em ce mmm 
THE PATTERSON-SARGENT COMPANY 
1325 East 38th Street 
Cleveland 14, Ohio 


Please send me full facts on BPS Flatlux and your 


Protected Territory Franchise! 


Name 
Address 
City 
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Shake Hands 


_ WITH THE FINEST 
RESIDENTIAL LOSK 
OF ITS KINDE. 


THE NEW 


YALE 


HOME DUTY TUBULAR LOCKS 
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g more about 
new YALE locks 


lock. You'll see speed of inne 
on », security, 
den strength of assembly, — - 
‘ ling and YALE’s traditional qué ' 
os For all the facts, write Dept- S16}. 


You'll be hearin 
these great 


er the newly 
YALE engi- 
s competi-, * 
1 tubular "Y- 


Get ecquainted—look “ 
developed advantages 
neers have built into t . 
tively priced, residentia 


New YALE ideas for faster, easier installation 
Triplex Spindle 


First time in a lock Af E; 
of this kind! Triplex 3 
spindle with ingeni- 
ous wedging action 
holds inside knob 


firmly, permanently 
in place. 


Bridge Girder 
. Construction 
Pre-assembled Automatically places 


: roses and latch case 

into 5 Components in precise alignment 
Only 5 parts to handle—and every one and holds them there, 
designed to slide into its proper place rigidly, an exclusive 
with unbeatable ease. YALE does most feature of the H11. 
of the assembly work for you—reduces (Latch bolt can be 
the final installation job to three simple reversed, simply by 
steps! rotating.) 





YALE “Twin-Bar” Cylinder for extra security 


Here is YALE’s latest development for improving hia ~~ 
tubular lock security—the ‘‘Twin-Bar’’, a disc- 4A 
type cylinder with double side bars. Any attempt 

to pick this lock causes the side bars to lock 

tighter than ever. 





F ° v R e *,? . 
mo DELS [Luxury Styling at a competitive price 


As in all YALE hardware, the quality in this 
residential lock goes far beyond its smartly styled 
Passage doors surface. The lockset knobs and roses are brass. 
Bedroom doors H34 The girders are steel, zinc plated and dichromated; 
H35 the latchcase is steel. Every part, in fact, is built 

‘ for easier operation and longer wear. 


H11 
H33 


Entrance doors 
Bathroom doors 


THE YALE & TOWNE MANUFACTURING COMPANY 
Stamford, Conn. 
in Canada, St. Catharines, Ontario 
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Your Unseen 


A MESSAGE TO MYERS DEALERS: 


Inside its rugged, compact casing unseen and 


unheard the world’s best water systems “‘sales- 


man” is working for you. 


It’s the smooth-running pump that operates any 
Myers Water System you install. And whatever 
the type or size, it can be counted on to outper- 


form—and outlast—any comparable equipment. 





Whatever the Well Conditions — 

Whatever the Capacity Needs — 

YOU Can Fill the Bill BEST from - 
MYERS COMPLETE WATER SYSTEMS LI 


ee 


oe es a ne 


That’s because Myers pays out more to build 


most value into these pumps. What’s more, each 
and every finished unit is rigidly factory-tested 
both for durability and capacity ratings . . . 


and the only passing grade is 100%. 


That’s why every Myers Water System you sell 


assures a satisfied owner—and a steady customer 
Not to mention the new business sent your way 


by his praise of Myers quality and performance. 


Myers Dealer Aid Program is second to none 
for variety, consistency and proved merchandis- 
ing value. Take full advantage of this strong sales 
support —to tie-in and cash-in on continuous 


Myers advertising in leading American magazines. 


The F. E. Myers 
& Bro. Co. 
Dept. W-55, 
Ashland, Ohio 
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inco) “= BETTER BUSINESS 
ae T & FOR YOU!! 


7 ’ 
Wien you add to SSireo SService, the advantages of and power-packed sales 
Reynolds Aluminum Building Products, you always 
vet the right answer— Vore Sales. Big 


aids are available to help 
ou turn this demand into SALES. 

, 
ger Profits Dependable SSirco SServi 


ce keeps you “in stock” 


Farm and home owners prefer Reynolds Alumi- with lower inventory investment, gi 


num Products—Roofing, Gutter & Down Pipe. 
Insulation—-because they give 


ves you maxi- 
supplies are limited, 
ry on all items, including all 


f roofing 


lifetime service. 

need no maintenance, cost far less in the long run. 

National advertising in leading farm and home fc 
ational ad g 2 Put this powerful SSirco-Reyvnolds sales combina- 
agazines is sted ‘ easing this preference. 

——- teadily increa ! tion to work for vou right away. Write to your 

nearby SSirco Warchouse for prices today 


SOUTHERN STATES 
IRON ROOFING COMPANY 














The entire line of De Luxe Household Metalware — dollar spent. Your customers like De Luxe quality 
Galvanize d Ware, Tinware, Colored Wore, Mop Pails You will like the high salability and good profit 
Ash Cans, Garbage Pails — every item is built to margin that is yours with Nationally Advertised 
last, built to give a full 100 cents of value for every nationally-known De Luxe Products 


Talk to your Jobber’s Representative about De Luxe today 


“A 
1S tt 
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ulual IMPLEMENT and HARDWARE INSURANCE CO. »« OWATONNA, MINN. 











Questions about Insurance? 


Ask Sederaleds 
QUESTION (| BOX 


Q. Is loss by exposure or theft of 
merchandise while being removed 
from a building on fire or threatened 
by fire covered under the fire policy? 


A. The insurer is liable for loss by 
exposure, but not for the loss by 
theft. The conditions of the fire pol- 
icy exclude loss by theft. 





Egad! Remember the time the 
woman yelled “just testing’’ and 
threw down the piano? 





a SAFE BETS _] 

















Tr STORING PRESERVES, 
SHE NEGLECTED ONE DUTY— 
THOSE LOOSE CELLAR SHELVES... 
(A¢6.) TuTti-FRuTTi & 
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SUPPORT YOUR 
ASSOCIATION! 


Your association assists its mem- 
bers in securing satisfactory adjust- 
ment of disputes with manufactur- 
ers, wholesalers, jobbers, railroad 
companies and collection bureaus. 
The entire weight of the association 
is thrown behind you when needed 
and in just cause. It can lend a pow- 
erful hand when you're in need. Sup- 
port your association and take ad- 
vantage of its services! 


ALETTER FROM 
A POLICYHOLDER 











“ 


“Things looked black after my 
recent fire, not only because of the 
fire damage, but also financially. 
Your prompt payment of $15,881.45 
put us right back in business. It en- 
abled us to restock with the mini- 
mum of difficulty. 

“We don’t like to have fires, they 
hurt business, but when they do oc- 
cur, it is a real comfort to have a 
good, sound insurance program with 
adequate protection. We especially 
appreciate the fact that our Feder- 
ated representative, Mr. J. C. Duke, 
handled our insurance coverages so 
that they kept pace with our rising 
inventories. 

“We have enjoyed our pleasant 
business relationship with Federated 
Mutual and will be happy to recom- 
mend your company to any imple- 
ment dealer.” 

LUMBERTON IMPLEMENT 

COMPANY, INC. 

By J. B. GLEATON 


195) 


There were 1,362,511 burglaries, 
robberies and thefts last year—al- 
most 3 every minute! Crime losses 
are estimated at over a billion dol- 
lars a year! Protection against seven 
serious chances of loss to your 
money, securities, and merchandise, 
may had all wrapped up in one 
low cost package, in the storekeepers 
burglary and robbery insurance pol- 
icy. 

Losses covered include: 
bery within the premises, 
bery outside the premises, (3) cus- 
todian forced to return to premises 
and open safe, (4) safe burglary, (5) 
loss of money or securities by bur- 
giary, (6) loss of merchandise by bur- 

lary, (7) damage to property due to 

urglary or attempted burglary. 

The policy covers each of the seven 
hazards in the amount of $250.00. 
Where the $250.00 protection is not 
enough, you can double your pro- 
tection at half again the cost of the 
basic policy, or triple it for double 
the cost of the basic policy. This pro- 
tection is offered at much less than 
the same protection under separate 
pos ies. Additional protection may 

9 secured against these and other 
crime hazards under specific policies. 
The policy should be written for three 
years payable in advance, to take 
advantage of the term rate discount. 

Your Friendly Federated man will 
discuss this or other insurance cover- 
ages with you at no obligation to 
yourself. He is a full time represen- 
tative of just one company — Feder- 
ated Mutual. He knows his job well 
and is in a position to advise you 
soundly on the modern insurance re- 
quirements of your business. Feder- 
ated Mutual writes a full line of in- 
surance for your business, home, and 
automobile. For the name of your 
nearest Federated man, write us to- 
day. 


(1) rob- 
2) rob- 


Often a good education just en- 
ables you to get into more intelligent 
trouble.—Man’s Shop, hm, House 
of Ensign. (Cape Town, S. Africa). 


Altho data is meager, it appears 
the average length of life of prehis- 
toric man was 18 yrs.— Midwest Res- 
taurant News, hm, Chicago Restaur- 
ant Ass’n. 





. THIS POWERFUL SELLING DISPLAY 
ewe) «AS YOURS WITH BIG HUDSON 
tb 4 poi ~  NWEBULIZER 
: DEAL! 


| Call Your Jobber Today 


FREE 
This dynamic display 
. a real salesmaker 
and demonstrator 


PLUS 
Free Window Signs 
Free Sales Literature 
Free National Publicity 
Free Ad Mats 


Here’s the perfect a to kick off NATIONAL 
HARDWARE WEEK, APRIL 12-21, and pep up 
sales all summer long. 


ORDER THE HUDSON NO. 4 NEBULIZER PACK- 
AGE, assortment of all sizes of Nebulizers ar- 
ranged for easy handling and shipping, clearly 
identified for easy warehousing. 


Each No. 4 Hudson Nebulizer Package contains: 
2 doz. No. 208 Super Cloud 2 Window Signs 
1 doz. No. 333 Super-Fog 1 Counter Display 
1 doz. No. 444 Super-Misty 12 Descriptive Circulars 


V4 doz. No. 409 Super-Rapid 1 Display Suggestion Sheet 
Proofs of Ad Mats 


WRITE — WIRE — PHONE TODAY 
eeeereeetenstenteenrteeeeeee 
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NEW 4-WAY BETTER Nebulizers are 


the greatest advance in sprayerhistory 2, or musi LIFE, GOOD HOUSEKEEPING, COUNTRY 


* Easier to use * Cleaner 
Velvet action—fewer No dripping, no f } , } GENTLEMAN .... millions will read about 
strokes do the job. spitting, no mess - 
. — \ <qupson> “Fight Disease, Kill Pests” campaign in these 
* Kills More Pests * Low Cost great magazines. This is the strongest con- 
20°% more knockdown Most economical . Litt : 
power—25% more kill. spray method > Reale ama Proved sumer promotion ever given hand sprayers 


> SPRAYERS and DUSTERS : 
. - ona national scale. 


H. D. HUDSON MANUFACTURING COMPANY 589 East Illinois Street, Chicago 11, Illinois 
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@ Good-looking, well-kept lawns call for 
both of these Cyclone “Red Tag” Products 
—Lawn Fence and Flower Bed Border. 
Stock them, show them—and sell them 

Call your customers’ attention to the 
straight wires, evenly-spaced mesh and 
uniform picket tops that assure attractive 
appearance . . . the smooth, even galvaniz- 
ing that means long life 

You can offer your customers Cyclone 
Woven Lawn Fence in both single and 
double loop construction . in a com- 
plete range of heights. In limited quan- 
tities, Cyclone Welded Lawn Fence is also 


available 








The peak of the season is just around 
the corner. Check your stocks and order 
from your jobber. Under present uncer- 
tain conditions, we are dividing our pro- 


duction as equitably as possible, and job- 





bers, we feel sure, are doing the same 


thing. 


CYCLONE FENCE DIVISION 


(American Steel & 


a  . 


ae 


WAUKEGAN, ILLINOIS - BRANCHES IN PRINCIPAL CITIES 
UNITED STATES STEEL EXPORT COMPANY, MEW YORK 








CATCH-ALL BASKETS HARDWARE CLOTH INSECT WIRE SCREENING FLEXIBLE STEEL MATS 


——— 


CEES SS Pig, 
= > - > > 
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gory : 
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UD CYCLONE “ped Jay’ HARDWARE PRODUCTS 


LAWN FENCE + GATES - HARDWARE CLOTH + INSECT WIRE SCREENING - CATCH-ALL BASKETS + FLEXIBLE STEEL MATS 
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“Just ao kid, but he olready knows enough to use a 
SOUTH BEND FLY ROD!” 


WO south Bend 


© HOLLOW GLASS 


- 


These new rods give you everything you've ever wanted 
... South Bend’s famous quality for its “sweet” action, 
balance and accuracy — glass for carefree ruggedness. 
You'll long cherish your XL" Hollow Glass Rod for the 
joy it will add to your fishing hours 

Available at your dealer's in popular lengths in both 
dry fly and bass-steelhead actions, $22.95 to $27.50. 


e 
OREN-O-MATIC® FLY ROD REELS — the most 
popular automatic reels made. Balance perfectly 
with rod. Quiet. Free-stripping. Automatic line 
brake. Four models. $9.50 to $11.50. 


EXCEL-ORENO® FLY LINE — for long, easy casts 
and hard wear. Specially braided, oil processed 
and impregnated. “Shoots” and floats perfectly 
Nylon or silk level, double taper and bug taper 
sizes $2.20 to $11. 


Get This FREE Book a 
Over 100 pages of helpful fish- Pha 
ing Ups, Casting instructions ~ — 
fish pictures, tackle, etc ‘ a 
SOUTH BEND BAIT Co. a 


900 High Street, South Bend 23, ind. 
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Recommend and Sell 


DURALL 


America’s Fastest-Selling 


ALUMINUM TENSION SCREEN 


over 2,000,000 now in use! 





* 





> Guaranteed by > 
Good Housekeeping 


~ 
> 
nor as Aoveariseo TE 


NEW YORK WIRE CLOTH CO., Dept SH-3 
445 Park Avenue, New York 22, N. Y 


Please send me 
Full information about DURALL 


Free newspaper mats, folders, etc 


attractively packaged in an individual, 
compact container — handy for storage! 











VAN is watching you 


AN is a dyed-in-the-wool Communist 
There are only 6 
bers like him in all Russia, yet these Com 


million party mem 


munist brass-hats enforce the iron 
dictatorship of the Kremlin over 200 mil 
lion Russians. 


He’s sold to the hilt on Red ideas. Which 
means he’s out to get you 
either you or him . 
small for both. 


He believes it’s 
. . that the world is too 


Ivan is working hard to beat you down 
He has a big head start. 


Right now he’s got you in a bad spot 
Ivan is afraid of only one thing 


He fears your ability to out-produce him 
in guns, tanks, planes 

Frankly, he doesn’t think you value your 
free system enough to do it . to make 
willingly the sacrifices he has squeezed out 
of the Russians. 

But he’s wrong! 


Because you and all of us have set out 


to build more and better weapons 


it faster all the time 


We must use every bit of know-how 


inventive skill we 


machines and methods 
and more for every hour we work 


this way can we become militarily strong 


But we've got to supply essential civilian 


Ey 


<1 


MAIL THE COUPON— 
The Advertisin, 
Council, Ine 

15th St, Dept. B. F 
New York 19, N.Y 


have to 


to do needs as well. We can’t allow needless 


shortages to take prices skyrocketing and 


and lower the value of our dollar 


improve our Sure, that means sacrifices for everybody. 
to turn out more But doing this double job well is the only 
Only in sure way to stop Ivan in his tracks—and 


to save the freedoms which 


re ours and 


which he has never known 


How Americans developed bet 


How we can meet today's challenge—Why 
ter machines a“ 


and skills we 
Why _ ity 
produce 


power must expand wr productive ap. 


to build a great natior supply hi 
needs, too. Read how this dynamic prox 
The Miracle 
endorsed by representatives 
of management and Send for 
your free copy today! 


arms and essential civ ar 
we have been able to 
constantly ess works in free 


of America 


more per hour pocket 
How this has given us the world's 

; labor 
highest living standard 


Name 
Address 


Occupation 


This advertisement, approved by representatives of management, labor and the public, is published in the national interest 


SOUTHERN HARDWARE 


THE SETTER WE PRODUCE 





TH. wt Grow 
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MORE WINDOW GLASS SALES 


Here’s an attractive illuminated sign to flag down knives and glazing points, too. 
window glass customers in your store. Talk about And of course you'll want a good stock of the 
waving the flag—this red, white and blue reminder easier-cutting L°O-F Window Glass. For advice 
savs, “Wait a minute—you need window glass, on what quantities of the fastest selling sizes to 
don’t you? Well, we're headquarters, handling stock, call your nearest L°O-F Distributor. He'll 
nationally advertised L-O-F Glass, the finest that tell you how you can get your sales-building il- 
money can buy. Get those panes here—now.” luminated L-O-F sign, too. Libbey-Owens:Ford 
It’s as easy as that—and vou’ve made another Glass Company, 5631 Nicholas Building, Toledo 
profit-building sale. You'll sell more putty, putty 3, Ohio. 





LIBBEY: OWENS - FORD 
a Grea, awe GLASS 


Ww! IMPORTANT: Mail this coupon te your L-O-F Gless Distributor 
Act 0 - Please give me detoils on how | can obtain my L-O-F illuminated indoor sign 

















COMPANY NAME 
Use this coupon to get full (Please Print) 
information on how you can 


obtain this illuminated sign. city STATE 


STREET ADDRESS 


REQUESTED BY 
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Painters have learned that the name and 
trade mark “Brush By Baker” on any paint 
brush means : 


* A paint brush manufactured by the finest 
brushmakers in the entire industry 


* A paint brush that is guaranteed by the 
Baker Brush Company, Inc. to give you 
every satisfaction and service you have 
learned to expect from this family of only 
“The Finest Painting Tools.” 


A guarantee that every paint brush user 
can rely upon because it is supported by 
the Baker Brush Company's entire 50 year 
reputation for Quality, Honesty and Fair 
Dealing. 


BAKER BRUSH COMPANY... 


Manufacturers of the Finest Painting Tools 
83 Grand Street, New York, N. Y. 
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“There’s only one” 


>, Qui 


2 
SELOF TOOLS.-w2 





SS 


\Ya | a 
APRO! ¥ wPE KIT OF G DUCK 
WITH ANSLUCENT ‘-KETS — 


FOR DOOR OR W MB trancine — 


QUALITY rie vo USE IN 
THE HOME THE LADY OF 


THE HOUSE—IN ATTRACTIVE 
COLORS, GREEN AND YELLOW — 


* 
COMPLETES THE MODERN KITCHEN 


Packed individually 


Weight each 5'4 ths. 


TOTAL RETAIL VALUE COMPLETE 


$9.95 (West $10.45) 


ASK OUR DISTRIBUTOR’S SALESMEN 








THE PECK, STOW & WILCOX CO. 
SOUTHINGTON, CONNECTICUT, U.S.A. 











“Best operators in the business!" 


¥ 











ricuaros-wicox Auro(DoR’ | 


Electric Operators 
open and close garage doors automatically 


é 
£ 
q 
7 


Here you see the perfect answer for every home-owner who wants 
garage doors that open and close automatically—the R-W No. 1251 
AuT-o-DoR Electric Operator, especially designed for opening and 
closing sectional or one-piece type residential overhead garage doors. 
Easy fo Install—R-W No. 1251 Operators come completely assembled 
in a single carton, ready to install and hook to AC current. Especially 
recommended for R-W 999 Garage Doors. 

Easy to Service—Long life self-lubricating oilite bearings are used 
throughout. Roller chain is completely enclosed. Tension of chain is 
easily adjusted. V-belt drive has automatic adjustment. No special 
tools required to service any parts in this operator. 

Choice of Three Controls— Three different types of controls are avail- 
able, as shown above. Each type functions smoothly and efficiently. 
Send for catalog A-87 with detailed information about R-W No. 1251 
AuT-o-DoR Electric Operators— write our nearest office today. 


Richards-Wilcox Mfg. ©. 


HANGER FOR ANY DOOR THAT SLIDES” 
AURORA, ILLINOIS, U.S.A. Branches in all principal cities OVER 71 YEARS 
& TRACK + FIRE DOORS & FIXT E T 
RS & CRANES + SCH 
R DOOR OPERATING 
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IN LINE WITH GOVERNMENT BRISTLE CONSERVATION... 


ooster announces its 


EFENSE 


BRISTLE 70-30 HORSEHAIR 


VV DEFENSE FS 


OF QUALITY MIXTURE BRUSHES 


SELL AN EASIER, FASTER PAINTER 


‘cana, WOOSTER 


Wooster has begun delivery of a new line of qual- 
ity bristle-horsehair paintbrushes in all popular 
medium and longer lengths ... the Wooster 
Defense Line. 

In full compliance with N.P.A. Conservation 
Order M-18, as amended January 12, 1951, bristle 
content in Wooster Defense Brushes will be limited 

» 70 percent in lengths exceeding 24%” (clear of 
ferrule). Bristle-horsehair brushes in ratios of 
70-30, 60-40 and 55-45 are being produced. 

It is Wooster’s intention to provide in the Defense 
line the best paintbrushes possible under existing 
conditions. These brushes will be made with the 


ww.27ecomsineien ROLLERS 


Here's a profit-builder that's catching on with amateur 


same care and skill that have always been a part 
of Wooster Brushes. 
For complete information on sizes and types of 


Wooster Defense Brushes available, consult your 


. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
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and professional painters alike! Improved Wooster 
Roll-on Painters feature uniform fabricated sheep's- 
wool covers on either open or closed cylinders. Cover 
ends are precision-trimmed to prevent lap-marks, and distributor representative. 
cylinder turns on bronze bearings for smoother per- 


formance. Combination ovtfit consists of Roll-on 
*N.P.A. order applies only to medium and longer-length 


all pure bristle brushes. Still authorized are Wooster All 
Pure Bristle Brushes in lengths of approximately 254" or 
less (clear of ferrule). In addition, all Wooster 100 


Painter, metal paint tray with folding legs and spe 
cial cleaning tool. Replacement covers ore available 
in fabricated sheep's-wool and hord-twist stipplers. 


Pure Nylon Brushes are available 


CCHCSCHSSSSSSSSTSESSSSSSSSeeeeseeeeseeseeeeseses 


ee eee eee eeeeee 


WOOSTER BRUSHES @ 


FaSS:S SET THE WOOSTER BRUSH COMPANY + WOOSTER, OHIO + SINCE 1851 Were eurR 
IF IT’S WORTH PAINTING IT’S WORTH A WOOSTER BRUSH 
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R-V-LITE ~ 
. HtUl- Purpose 
WINDOW MATERIAL 


_ Goes QH-Ovl + 


Sell Your 
Customers 


‘ ~ —s ss : a 
Consumer Publicatio 
ADVERTISING | 
i in leading 
fi Consistent 1,3 
home and farm 1 
mand rolling from 


ae 


\\bius THES 


siders wit 


= SALES HELPS 


h actual 


umert fc 


ns 
@ Cor TE swatches 


R-V-L! 
color counter disp 


vw display © 


lays with book lets 2 
) e-* 


+ 


Merchandising 


i ards and 
* Easeled wind 
posters 
Col rful store banners 

— olo 
4 Capacity Floor 


with 
8-Rol ble at nominal cost 
a 


R-V 55° D 


ORDER 
FROM A ; g never ends 
YOUR 

JOBBER 


NZ ga e)1ixe):7 Wale), 


MH RIMBALL A iv] 
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BOKER PLIERS 


—as finely made as 
BOKER (&) Cutlery °°"; 


The “BOKER” trademark stamped 
in pliers is a guarantee of quality 
workmanship and performance. 
And here’s why! 
FIRST, they're made of special anal- 
ysis, chrome vanadium steel: 
Plus (+) 
Load testing: Diamond testing: 
Scientific heat treating: accurate 
machining from the time the steel 
is forged until final polishing: 
RESULT: 
Pliers that can “take it.” 


In short they're the kind of pliers 
your customers will “go for.” 


NEW! QUICK TURNOVER! 
BOKER PLIER DISPLAY No. 300 


Low inventory, % doz. each of 8 dif- 
ferent pliers. Popular styles. FREE pilfer- 
proof Display Ponel. Each plier packed 
individually, Ask your jobber. 


H. BOKER & CO., INC. 


Quality for over a Century 
101 Duane Street New York 7,N. Y. 


SOUTHERN HARDWARE for MARCH, 195! 











UNION RAZOR-BACK” 


The above 12 words give you the strongest And because RAZOR-BACK — the only shov 
selling-sentence you can use today. el with a full-length 13 gauge backbone and 

tapered sides — is guaranteed to give your 
They sell because long service has become customer longer service for his money 
the most important advantage you can stress than any other light weight shovel on 
in any product made of steel. the market. 


Stronger at every point of wear and strain: 


Biad d t _ —— 
cum 0000 entes is 13 gouge Other roll-forged shovels taper from the shank 


Serged tn ene 17 gouge down to a thinner cutting edge, and upward to 


piece. ‘ 13 gouge a thinner socket. RAZOR-BACK tapers only to 


{_ 13 gauge 


Easier for you to maintain your stock: 
Only one type, one grade, one price. By sto k 
ing only 4 patterns, you can meet 90% of 
your customers’ needs, with the shovel they 
want, at the right price. Order from your 
UNION jobber. He can supply you promptly. 

THE UNION FORK & HOE CO. 
Columbus 8, Ohio 


UNION Farm and Garden Tools 
SPEEDLINE Bive-Hondle Garden Tools RED HAWK Form and Garden Tools 


the sides, where shovels get no wear or strain. 
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MILLERS FALLS 
TOOLS 


SINCE 
i868 


Lhe 


Marck of Aupreworily 


On Tools 


write for Catalog No. 49 


Millers Falls Company « Greenfield, Massachusetts 
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‘ 
The best line behind the counter makes the longest line before the counter. Wholesale and retail 
it pays to have the best line. In the fan field the most complete line is MURRAY. Handle MURRAY. 
It's the line that counts. 


HORIZONTAL ATTIC FAN MURRAY ATTIC FANS 20” WINDOW FAN 
- For low roofs there fs the flat-os-a-flounder 
— & horizontal mounted, vertical discharge 
attic fan or the vertical-mounted, hori- 
zontal discharge attic fan for heavy duty 
end industrial use. Both corry uncondi- 
tional 5-year guarantee (except for belt 
and motor.) Sizes 24” with Ys hp. motor 
to 48” with % hp. Housing, heavy-guage 
steel. Frame, “seamless,” die-formed tub- 
ing. Torrington, patented, perfectly bal- 
enced blades. Sealed ball bearings with 
lifetime lubricotion. All MURRAY fans 
are fully certified 


MURRAY WINDOW FANS SS 
bal The MURRAY window fon series includes the 20° eS StSSsss 
model, the most versatile fon made. Especially 
designed for apartments and offices. Light weight VERTICA L ATTIC FAN 
—easily portable—ottractive appearance blends 
with any home interior. Removable guord-screen 
mode to protect tiny fingers. Patented, die-formed 
dynamically balanced blades. Economical, quiet 
2-speed operation. Beautiful ivory and stainless 
steel. For larger aportments and homes there is 
the 24” window fan which offers the same con- 
struction and specifications as the 20” fan, except 
for larger diometer fan and belt-drive rather 
thon direct. 





=: 








A tew territories open 
For full details, prices and literature 
Write to H.C. Biglin Company Sales Agents 
DEPT. 6-3 








SALES AGENT 


H.C. BIGLIN CO., Jac. 


177 HARRIS ST.N.W. ATLANTA. GA 
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There’s 
“RELATED-SALES” magic 


in every strip of 


~ CHROMTRIM 


You'll sell more of scores of items like those shown, 
if you re-fill your metal moulding merchandiser 
with even a small order of CHROMTRIM. 

For CHROMTRIM national advertising offers easy- 
to-build home project plans that bring in the cus- 
tomers for CHROMTRIM and ’most everything you 
sell. It’s the only campaign reaching 12,000,000 
families, and sure to pay off (customers recognize 
distinctive, red-wrapped CHROMTRIM). 

Contact your jobber for sales helps, folders and 
re-fills (as you need them) from the “Quick Turn- 
over Group” of CHROMTRIM mouldings shown 


Te preci ae 
BIGGEST METAL TRIM AD CAMPAIGN! 


= | 
oe Sith 


METAL 
MOULDINGS 


Lasy to Buy 
Liay te Apoly 


red-st 
Trim sieeve 


eo oe ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee oe 


R. D. WERNER CO. Inc, Dept. SH, 295 Fifth Ave. New York 16, N.Y 

Send full detoils CHROMTRIM’s dealer plan service (no obligation). | om 
interested in (check 

( CHROMTRIM re-fills 

{ CHROMTRIM re-fills 

Complete deal, with merchandiser 


stainless steel 


aluminum 


NAME__ — 





A —————— 





ADDRESS ___ PHONE 





city ZONE... STATE_. 


Leese esaeeseaaeeaenoenoonoauneaonnoeoeun 
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More and more dealers are making more 
sales and profits by selling McKay “En- 
gineered” Chain. And with good reasons! 


McKay is the one line that meets every 
customer’s complete requirements for chain @ 
whether it’s for farm, home or shop. It's chain ? 
with a ‘‘recognized’’ name in the buyer's ‘J 
mind because chances are he’s used the .¥ 
famous McKay Tire Chains on his car or } 
truck. Chain is priced right, too, so that your 
customers receive full value for their dollar 


and you get a fair share of profit. 
Order and display McKay “Engineered” 
McKAY CHAIN FOR EVERY USE 
bd eee 
e& for Farm 
Pie Log Chain - Passing Link Chain - Halter 
a a Chains - Wagon Chains - Breast Chains - 
a. __ 
@ for Home... 
Twist Link Machine Chain - Victor Pattern 
- Tire Chains - Jack Chains - 
and many others. 
McK-Alloy Chain - Hi-Test Chain - Sting 
Chain - BBB Coil Chain - iron Dredge Chain 


Chains now. 
Cow Ties - Trace Chains - Well Chain - 
- Tie-Out Chains - and many others. 
Coil Chain - Sash Chain - Repair Links - 
@ for Shop... 
+ Hoisting Chain - and many others. 


WRITE TODAY FOR COMPLETE DETAILS 
Ask for Data Sheet on the new McKay “Silent 


Salesman" and the full line of McKay Chains 


THE McKAY COMPANY 


422 McKAY BUILDING + PITTSBURGH 22, PA. 
an . 











© McKay Metal-Fil @ Mild and Stainiess 
Welding Electrodes 

© Industrial and 
Commercial Chain 


© McKay-Rod Electrodes 
© Tire Chains 
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NEW HOLE FILLS BIG DEMAND! 


Stanley Button-Tip Hinges 


At last . . . Stanley has developed the hinge 
that ends all bother! A hole drilled in the 
lower tip of the new Stanley Button-Tip Hinge 


makes it easy to tap out the hinge pin. 


Point out this new feature to your customers. 
The hole is a time-saver in hanging doors. It 
simplifies removing door from frame and elim- 
inates chance of marring finish of butt or pin. 
Keep a stock on hand, they'll sell fast! 


THE STANLEY WORKS, NEW BRITAIN, CONN, 


STANLEY [eee] ne 


Reg. U. S. Pat. O 


MARDWARE + TOOLS + ELECTRIC TOOLS ~ STEEL STRAPPING + STEEL 
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Registered Rods 
Register Sales! 


How many fishermen in your town have always 
yearned for a really fine fly rod . . . but never felt 
they could afford one? Now, you can offer their 


“dream rods”—at prices they can’t afford to pass up. 


H-I (and you) let them take their pick from four 
popular priced Registered Fly Rods each one 
crafted from the finest selected Tonkin Bamboo. The 
quality and performance of these lithe, live bamboo 
beauties stack up with far costlier hand-made rods. 
They have proved themselves in the hands of thou 


sands of fishermen. 


And here’s a selling “plus” for you. Send in your 
customer’s name, and the registry number of his 
rod. We'll make this information a permanent record, 
in our Custom-Crafted Rod Department. He can 


buy with confidence his purchase is protected 





NOW Registered Rods at a price you can afford 
Nationally = 
Advertised ae — + — 5} 


Color page 

ments and 
supporting space 
will back your Reg 
istered Rod selling 
next month. See your 
H-I man or write 
us—for tie-in display 
material and special 
Registered Rod prop 


osition 











HORROCKS-IBBOTSON CO. 


UTICA, N. Y. 


Monufocturers of the Largest Line of Fishing Tackle in the World 
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one 
* thing © 
dealers 

know... 


ay 


ia 


the easiest 


POWER MOWERS and LAWN SWEEPERS 
4 NEW MECHANICAL CLUTCH 


Amazing new clutch control. Mower operates simply by raising or lowering 
the handle stops of its own accord when operator lets go of handle. C 
can also be locked permanently engaged for continuous operation 
control for various speeds is conveniently located near the handle 


Powered by nationally known, 4-cycle air-cooled gas engine 


FOLD AWAY LAWN SWEEPER 
Extra large 64) bushel heavy canvas basket imloads quickly 
and easily without clogging brushes. Picks up leaves. acorns 
grass clippings, etc. 24” brush is adjustable. and revolves 
on ball bearings. Sturdy bumper bar guard to protect 
sweeper Comes completely assembled. Folds = s 
flat against wall for easy compact storage 
J ROTARY POWER MOWER 
Extremely maneuverable well guarded Air foil shaped 
blade gives smooth 19” cut to fine lawns. All steel frame 
with removeable blade guard to cut high grass and 
weeds. Cutting blade of tempered tool steel. Large 
ball bearing wheels. Powered by nationally known 
4-cycle air-cooled 2HP gas engine. For easy 
storage handle swings to upright position 


Also, new HOMKO Trimmer type Rotary 
Power Mowers 


demand dependable HOMKO 
.»» TRULY A QUALITY PRODUCT 
MANUFACTURED BY 
WESTERN TOOL & STAMPING CO. 
A LEADER IN THE LAWN MOWER FIELD 
2725 SECOND AVENUE DES MOINES 13, 1OWA 


NATIONALLY 
ADVERTISED 
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— HERE'S A 
PREMIUM SCREENING THATS 
FIRE-RESISTANT, WILL NOT STAIN 
OR RUST-STREAK WHITE SURFACES- 
AND 1S REASONABLE 
IN PRICE / 





You sell the BEST when you sell 
ALCOA ALCLAD ALUMINUM SCREENING 


Because what you sell is a strong, tough 
metal screening that won't rust red. You 
sell a premium product that will not 
stain light paint, requires a minimum of 
maintenance 

Because rearmament needs come first, 
the supply of aluminum screening is 
limited. For information on deliveries, 
call your supplier now 

ALUMINUM COMPANY OF AMERICA, 
826C Gulf Building, Pittsburgh 19, Pa 


Screening of Alcoa Alclad Aluminum 
is woven by these leading manufacturers 


American Wire Fabrics Corp. 
Chase Brass & Copper Co 
Clinton Wire Cloth Company 
Cyclone Fence Division 
(American Steel & Wire Co.) 
Hanover Wire Cloth Company 
Heilig Bros. Company, Inc 

The C. O. Jelliff Mfg. Corp 
Keystone Wire Cloth Company 
New York Wire Cloth Company 
Pacific Wire Products Co., inc 
Pennwoven, Inc 

Spargo Wire Company, Inc 
Standord Wire Cloth & Screen Co 
Reynolds Wire Company 
Wickwire Brothers, Inc 

Woven Wire Fabrics Division 
(John A. Roebling's Sons, Co.) 


When you sell aluminum, 
you make a satisfied 
customer. He'll be back. 


look for this tag on aluminum screening. 
Your customer will! 
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SELL PFLUEGER REELS 
and PFLUEGER BAITS 


WITH PROTECTED PROFITS 


Pfiveger 
SUPREME 


Pflueger Reels and Baits can keep any 
fishing tackle department active 
Your profits are protected not only 
with Fair Trade prices, but by the popularity 
of Pflueger Tackle among fishermen 
Pflueger everywhere. The wide line of Pflueger Reels 


SKILKAST and Baits best meets every customer 
Reel : 


$10.50 


desire from youth to any age. Your 
investment in Pflueger Tackle can make 
money for you. Pflueger national 
advertising never takes a vacation. 
Ask your jobber 
The Enterprise Manufacturing Company 


Akron, Ohio 


87 years making fine Fishing Tackle 


‘ = Pflueger ' ) 
Pflueger ‘ Ay 
SUMMIT a PAL-O-MINE , 


Minnow 
Reel 


$13.50 


Pfiveger ae | : Pfiuveger Luminous 
MEDALIST 4 / ~ TANDEM SPINNER 
Fly Rod Reel One of Pfiveger's 

$9.00 to $13.50 most successful Baits 


PFLUEGER 


(pronounced Flew-ger) 


NAME IN oe 
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— backed by powerful consumer advertising they eee: 


can add many dollars to your presen! volume 


DESCRIPTION: MIRACLE Tub-Caulk dries to @ white glossy velvet-like waterproof 
finish within one hour on any surface. Does not yellow even under continued 
use of harsh scouring powders, grease, acids, or alkalis. Unlike conventional 
sealers it contains no lime, cement, plaster of paris, or drying oils . . . it is 
100% resin. It will remain elastic, pliable, and sufficiently soft, expanding or 
contracting with the joint it seals. 


APPLICATIONS 


Use MIRACLE Tub-Caulk for filling cracks between bath 
tubs or sinks and walls. 


Use MIRACLE Tub-Caulk between window or door frames 
and tile or plaster walls. 


Use MIRACLE Tub-Caulk for sealing channels and mould 
ings which hold tileboard wherever dampness or mois- 
ture is a factor. 


Use MIRACLE Tub-Caulk for waterproofing around 
shower stalls. 


DESCRIPTION: MIRACLE Black Magic ADHESIVE is not just “another 
glue”. It is a heavy-bodied solvent-type mastic — black in color as the 
name implies — which sets without heat or pressure fo a strong, lasting 
waterproof bond. 

Don't compare Black Magic fo any transparent cements, pastes or gives 
now in your store. It is as different from these as day and night — both in 
properties and uses. Only Black Magic will do the job permanently — 
indoors or out. 


APPLICATIONS FOR HOUSEHOLD USE 


Eliminates drilling — bonds soap dishes, towel racks, elc. 
direct to tile and other type walls. 


Fastening rubber gaskets, strips, and bumpers on car 
doors, refrigerators, etc. 


Replacing loose tile in walls, floors, mantels, tables, etc 


Acts as a lockwasher or expansion bolt fo keep bolts and 
nuts in place and fo stop rattling 


To replace mirrors in compacts —bond glass, etc. 


MIRACLE BLACK MAGIC ADHESIVE 
IN THE BUILDING FIELD 


MORE TE STA 


CanTen Tor 


To bond door saddies and thresholds to concrete or To attach metal or plastic moulding to sink or To mount nameplates, paper towel dispensers, 
metal floors — also to bond abrasive stair treads counter tops — use TYPE M. To install linoleum on metal or clay tile —or metal sheeting for splash 
without necessity of drilling, use TYPE M. sinks and counter tops or in damp areas—use backs and table fops, use TYPE M 


TYPE P. 
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PENNSYLVANIA 
(95) 


Pennsylvania dealers are getting ready 
for the biggest year in all Pennsylvania 
history. And no wonder! 


Look at the NAME! 


One of the oldest —certainly one of the 
greatest —names in lawn mowers. 
Quality leaders since 1877. 


Look at the PRODUCT! 


Grass-cutting by PENNSYLVANIA—power by BRIGGS & 
STRATTON. An unbeatable combination in the power 
mower field. Quality you can demonstrate—and sell. 


Look at the LINE! POWERED 


In addition to the power mower, four hand mowers and with 
the popular PENNSYLVANIA TRIMMER AND EDGER. GREAT BRIGGS & STRATTON ENGINES 
AMERICAN—choice of the professional gardener; PENN- T-15—21 inch cut—1% HP Engine 
SYLVANIA, JR.—heavier duty, for use where the grass is with rewind starter and tool box 

tough and the season long; METEOR (5 blade) where R-15—18 inch cut—1 HP Engine 

steep terraces are a problem and (7 blade) for cutting 
creeping type bent grasses; PENNA-LAWN— moderately 
priced for the small-home owner. 











Great American 
Look at the ADVERTISING! i . 4 —the oll ‘round favorite 


A full page in color in THE SATURDAY EVENING POST— 
other well-timed color and black-and-white advertise- 
ments in THE SATURDAY EVENING POST, BETTER HOMES 
& GARDENS, AMERICAN HOME, PATHFINDER, SUNSET, Pennsateenin, n. 
FLOWER GROWER, AMERICAN CEMETERY —telling, retell- tee Geren cardee 
ing the‘‘PennsylvaniaStory”’ to nearly 12,000,000 readers. ond wire grasses 


Look at the SALES HELPS! 


Consumer pieces “‘How to Grow a Beautiful Lawn” and 

“Advice to a Man About to Buy a Lawn Mower’’—de- , 
scriptive folders on each model in the line—window <)> brn gg 
streamers—posters—newspaper mats—everything you ee construction 
need to put on your own seasonal lawn mower promotion. , 


Order EARLY! 











Last year, many dealers could have sold more PENNSYL- 
VANIAS if they’d had them. Get your 1951 orders in early. 


Penna-lawn 
—moderate priced leader 


PENNSYLVANIA LAWN MOWER DIVISION 


co American Chain & Cable Company, Inc: 


Bridgeport, Conn. © Camden, N. J, 
Trimmer and Edger 


—a fast-selling item 
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YOU RECEIVE FREE 
6— 1C Sponges — 20¢ List 


WHEN YOU BUY 
18 — 1C Sponges — 20¢ List 
12 —2C Sponges — 35¢ List 
12 —3C Sponges — 70¢ List 


Deols are (1) assorted pastel colors, Shell 


Pink, Ocean Bive, Seofoom Green | Supplier's Nome 
ond Sunrise Yellow or (2) a!l natural color. All packed in new display cortons — 
This offer good for limited time only 1 Address 
— - 


@ You don’t need to imagine 6 brand new aids to faster cellulose 
S penge turnover. They're here, every single one an ace merchandise 


mover—and O-CEL-O alone brings them to you all together! From 

postel colors at no premium price, to a new display carton thot saves 

counter space, O-CEL-O is making it easier to sell more, AT MORE 

] PROFIT TOO —with a deal that gives you 44% if you act fast! You'll 
I. ahead by ordering now 


O-CEL-O Incorporated 
oth PROFIT 


] 1200 Niegere Street, Buffalo 13, N. Y. 
l 

List Price $17.40 : 

Costto You 9.72 | 

! 


Hove my supplier send me immediotely__ deals ot $9.72 


Check one C7 Mixed Pastel Colors Naturo!l Color 


Your Profit $ 7.68 


City 





Hl 


Mr. Jobber: O-CEL-O has a deal for you — write for details 
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quar’s gash 


QUALITY LINE OF 


BRIGHT WIRE GOODS 
er TOSHOW 
EASIER TO SELL 





stock a larger assort- 
ment of stock sizes with 
a decreased cost, be- 
cause the Larson quick 
selling items are packed 
in labeled boxes one 


dozen to a gross per box, 


LARSON’S 


The complete line in- 
cludes: Gate Hooks, 
Cup Hooks, 
Hooks, Hammock 
Hooks, Clothes Kooks, 
Clothes Line Hooks, 
Ceiling Hooks, Curtain 
Rod Hooks, Cabinet 
Hooks, “S” Hooks, 
“U”" Bolts, Screw Eyes, 
Eyebolts, 


Screw 


Turnbuckles, 
Staples 
ALL LARSON PRODUCTS ARE 


100% SORTED, INSPECTED, AND 
GUARANTEED CORRECT COUNT 





BRIGHT WIRE 
GOODS FIT THE NEED OF 
EVERY CONSUMER 


NOW! it’s simpler to i S 


a) 
bm 
=<) —J 
om 


Larson Bright Wire Goods 
pockoged nm extra heovy 
Kroft box, with mplete in- 
formation on label! 


Contoct Your Jobber or V 


For Colorful L 
On Larson Bright Wire Goods 
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THE HORTON BRISTOL MFG CO 


TELESCOPIC RODS 


Think of a single fishing rod so versatile 
your customers can use it for bait casting, 
fly casting, trolling or still fishing. A rod 
they can lengthen or shorten at will to suit 
fishing conditions. A rod they can telescope 
to a size for easy carrying in car, boat or 
suitcase. Well, such a rod is the famous 
BRISTOL Telescopic, originated and made 
world-popular by BRISTOL. Small wonder 
these “‘All-Purpose”’ rods sell so fast wher- 
ever they are on display. BRiIsToL Tele- 
scopics come in 10 different choices . . . 
Hexagonal and Round ...with prices rang- 
ing from $3.00 to $11.95 (tax included). 


HEXAGONAL TELESCOPIC ROD NO. 3 


This beautiful rod 9’ in length when fully 
extended has four joints. Big feature is the 
adjustable positive joint lock (patented). 
This locks joints at any desired length and 
always in perfect guide alignment. 


Nationally advertised by 
The Horton Bristol Manufacturing Co. 


Bristo!, Conn. 
+++ Originators of the steel fishing rod 
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GREATER clutch 
VALUES 
SINCE 1902 


*A good tool is a SIMPLE tool.. 


And no finer example of mechanical simplicity could be found 
than Davis’ exclusive Flex-A-Matic safety clutch. So simple a 
child can operate it, the Davis Flex-A-Matic clutch is in reality 
a V-belt automatic transmission. It eliminates the necessity for 
a separate clutch-control lever. And brings new ease, convenience 
and safety to power mowing—Davis power mowing—because 
only Davis has the Flex-A-Matic safety clutch. 

It is but one of many superior features in the complete Davis 
line—model for model, hand or power—that mean trouble-free 
performance . . . longer service life . . . greater value for your 
customers—and bigger profits for you. 


See your Jobber . . . or write us for full details. 


G. W. DAVIS CORPORATION 


RICHMOND, INDIANA, U.S.A. © Established 1902 


biggest value in 18° power mower 
SALES LEADING DAVIS 50 SO... 
Every quality feature plus exclusive Dav 
Safety Flex-A-Matic Clutch. Simplest. Safes! 
— Briggs & Stratton and Clinton 1.1 H. P. Engine 
Hyatt Automotive Precision Roller Bearing 
Semi -Pneumatic Rubber Tires 
—Flex-A-Matic Clutch with Full Safety Release! 


Heavy-Duty Model B & $-18 or C-18 

Engine: Briggs & Stratton or Continental 1.1 HP 

Single V-Beit Drive serves as clutch, Roller Chain 

Drive countershaft to reel. Controls: Direct, con Retery MODEL 51 
vemently located hand lever for V-belt idler Finger Ehminates hand trimming. Operates 
tip throttle control. Timken Tapered Adjustable to within ‘»” of walls, fences, etc 


Roller Bearings on reel shaft. Crucible Chrome ee ee “— ay spread 
‘ pulverized leaves. stems. heavy grass 
Alloy Blades. Exclusive Devis Single-Screw Adjust etc. Engine: Vertical-type Clinton | \2 


ment. Cutting width 18". Value leader in its class. to 2 H.P.—Direct drive from governor 

controlled engine with fiber safety fric 
Heavy-Duty Medel & & $-22 or C-22 thon disc. Suction-action, hardened 
Engine Briggs & Staton Continental's MP as rman ie, eset 
simple, accessible Dual V-Belt Drive serves as inches. One-piece, solid-cast alumi 
clutch. Roller Chain Drive countershaft to reel num alloy chassis. Semi-pneumatic 
Controls: Direct, convemently located hand lever rubber tires: front, 6” x 1.50: rear 
for clutch. Finger-tip throttle control. Timken Ta 8” « 1.75. Wheels mounted on hard 
pered Adjustable Roller Bearings on reel shaft ened steel individually suspended 
Crucible Chrome Alloy Blades. Exclusive Davi axles. for long life. Rubber-covered 
« . mulching roller two-inch diameter 
Single-Screw Adjustment. Today's best buy in a Color: Scarlet, Gold Trim 
heavy-duty mower with 22” cut. 


4-Squere MODEL 66 
ved artly Dessgned « 
er Pneumatic Rud 
« Five 6" Reel Blades + 
Spiders « Automotive oller 
Bearings « High Carbon Steel Lipped 
Edge Cutter Blades « Size: 16-inch 
separote clutch-control lever. Fully automatic. Sofety re- Cut © Wood Handie with Metal Hen 
lease manually controlled. Clutch controlled by throttle die irons « Davis Unit Boxed « 
Color: Canary Yellow with Canter 

bury Blue Trim 


' , . Whispering MODEL 77 
DAVIS UNIT.«~. Streamline Styling « 10° Wheels « 
Sem -Preumatic Rubber Tires « Five 
BOXED! 6" Reel Biedes « Four Spiders « 
Automotive Roller Bearings + High 
EXCLUSIVE! - Carbon Steel Lipped-Edge Cutter 
Biades « Size: 16-inch Cut « Tubu 
PATENTED! lar End Metal Handle with Plastic 
1g Handle Grips + Davis Unit Boxed « 
Color. Comber Green with Gold Trim 


A V-Belt Automatic Transmission! Eliminates necessity for 


lever. Precision-made unit . . . No adjusting required. 





“A GOOD 
FENCE PLAN” 








| 
| 
: 
| 


helps build your 


| 


business 


FENCE PLAR 
Boosts PROFITS 


GIA 
GRAY, GEOR 
w. WICKER, 

SAYS MR R. 


BUT LIKE THIS! 


@ Our current American Fence advertis- 
ing to your customers offers convincing 
evidence to prove that a good fence plan 
saves a farmer’s time, labor and expense 

And we demonstrate to your customers 
that they will get the most out of a good 
fence plan when they choose the South's 
favorite farm fence—U-S-S American. 

When the farmers in your area begin to 
modernize their fence arrangements, you 
will find them in your store to buy the 
fence they need. 

“A good fence plan” is a long range cam- 
paign to help make southern farm opera- 
tions more profitable. And it’s a sound 
campaign which will produce more busi- 
ness for you in the years ahead 


TENNESSEE COAL, IRON & RAILROAD COMPANY 


GEWERAL OFFICES: BIRMINGHAM, ALABAMA + DISTRICT OFFICES: BIRMINGHAM + CHARLOTTE + HOUSTON ~ JACKSONVILLE - MEMPHIS « NEW ORLEANS - TULSA 


AMERICAN FENCE 
TENNESEAL V-Drain ROOFING 
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Make Bigger Profits = ¢ ay 
with this Bigger Line 


of garden hose accessories! 


You'll make more money with GREEN SPOT, 
because it’s America’s most complete, high-quality line of 
garden hose accessories . . . for every watering need. 
__ With GREEN sPOT, you'll not only sell more garden hose 
> accessories, but more of all garden supplies. For you get— 
at no extra cost—the great new 1951 Promotion Kit with its 
unique, full-color window display that features lawn 
mowers, seed, fertilizer, etc. with GREEN spor. It’s the greatest 
“‘related-selling’”’ idea ever to hit the garden business. 
The Kit contains everything you need to make your store a 
profitable “Garden Headquarters” . . . beautiful, easel- 
mounted, window backdrop; matching side panels, listing 
items vital to lawn care; easy-to-follow diagrams for 
window set-up and counter display; window banners; 
give-away booklets on lawn watering; counter card; 
dealer newspaper ad service; and other free sales 
helps. GREEN SPOT will mean greenbacks 
for you, if you see your wholesaler now. 


iB «, 


IT’S THE 
WEATHER -MATIC 
TOP VALUE, TOP QUALITY! 


WEATHER-MATIC’'s the 
new queen of automatic 
' > 
Feature not only GREEN spor, but all “‘re- ~ nnenengeenn Bie 
lated sales”, in this unusual manufacturer bearinas. Measles have 
display that boosts all garden goods. You os - 

. : : distance markings for wa- 
can get this display, and the wealth of testes Gar Gheauler ese 
other sales helps, through your wholesaler framno-BD ft. Rustproof 
—no assortment to buy, no fixed minimum Mov P t ‘. 
order required. . nS Soe lee 


"epg THA GARDEN HOSE ACCESSORIES 


A PRODUCT OF SCOVILL SPRINKLERS FAN SPRAYS + HOSE NOZZLES + QUICK CONNECTORS 
COUPLINGS + WHOSE MENDERS + CLAMPS + NIPPLES + GOOSENECKS 
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BRIDGEPORT, 





TARGET PISTOLS 
ON TRACTORS 


Big news in the pistol business, accord 
ing to an article we read recently, is the 
tractor-borne varmint shooter. It seems 
that a lot of farmers are mixing plowing 
with plinking, and keep a trusty 
holstered to the steering posts of their 
tractors 


As they chug over the landscape, the 
noise of the tractor flushes all manner 
of varmints. And the farmer is ready 
Out of his holster comes the pistol, a 
couple of shots break the rural quiet, 
and another varmint bites the dust 


The sport has its serious side, too. Var- 
mints eat through a lot of precious crops 
The farmer is the guy who picks up the 
dinner check. A couple of well-placed 
Remington “Hi-Speed”’ 22’s are a lot 
cheaper than a varmint’s weight in corn 
The list of animals and birds classed as 
pests is formidable. Varying with the 
locality, it includes: crows, prairie dogs, 
woodchucks, etc. 


Like so many sports, tractor varmint 
shooting can become a fad. You might 
start the snowball rolling by suggesting 
it to a few of your sports-minded farmer 
customers, with a word of caution, of 
course, if the farmer has youngsters in 
the family. If the idea takes hold with 
your farmer customers, it will do pleas- 
ant things for your 22 pistol and Rem 
ington ““Hi-Speed”’ sales. 





Here's a guy with lots of potential. 
He may be standing in front of your 
gun counter tomorrow. He'll be a bit 
timid in the world of men. It’s new 
to him. But he'll finally screw up his 
courage, point a finger at a 22 rifle, 
and say, ‘*‘Can I see that one?’’ It be 
hooves you to win his friendship. 


If he’s interested in shooting, it’s 
likely Dad will see things the boy's 
way shortly. That means one 22 rifle 





YOUR BEST CUSTOMER 


sold, plus ammunition. Ina couple of 
years he'll be a full-fledged hunter, 
and in the market for a shotgun or 
a big game rifle. From there his in- 
terests may lead to target shooting, 
big game hunting or one of a dozen 
gun sports. 


Adding it all up, he’s your best 
potential gun and ammunition cus- 
tomer—well worth a few minutes’ 
time and patience. 








Your advertising 
can do a better job 


A few months ago Remington ran a one- 


column advertisement in a big farm 
magazine. It competed for readers with 
elaborate automobile ads, tractor and 
implement ads, household product ads 
competition similar to that which your 
ads face in your local newspaper. Ad- 
vertising readership of the issue was 
checked by a national research organi- 
zation. To the surprise of a good many 
savvy advertising men, Remington's 
simple one-column ad attracted more 
male readers, on a cost-per-reader basis 
than any other ad in the magazine. 
This survey was no surprise to us 
Research has shown that gun advertis 
ing gets terrific readership. There's no 
trick to it. It isn’t necessary to lure men 
into a gun ad with pictures of babies, 
dogsor pretty girls. We tell the story sim- 
ply, with a good-size picture of the guns. 
What is true of our advertising, ap- 
plies equally to yours. Include guns and 
you'll get more readers. More readers 
means more sales. If you’re making up 


an ad containing a lot of items, include 
some pictures of guns 

If you need electrotypes, dealer ad- 
vertising mats, write us. We will send 
you the latest copy of the Remington 
electrotype catalogue showing electro- 
types of all Remington products. Write 
to Advertising Section, Remington Arms 


Company (Inc.), Bridgeport 2, Conn 


a? 


The corn will be green at Rube’s this 
spring. He's just after getting hisself 


| @ Remington Crow Curer. 
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TAKE 
A GOOD 
Bele) ¢ 


ROYAL 


Gas Wall Insert 
Heaters 
are Beautiful 


Royal Gas Wall 

insert Heaters are the 

heaters with all the EXTRAS. A salesman's dream 
—the best of quality at the right price. Your cus- 
tomers will readily see that this heater, installed 
in the wall of their bathroom, kitchen or other 
small rooms, will be a great convenience and 
space saver. Beautiful finish and surprisingly low 
price help you close the sale. 


i 


AMAZINGLY SIMPLE INSTALLATION 
HELPS SELL THESE HEATERS! 
Piumb in gas line. Attach Royal brock 
ets to woll studs. Insert I-piece weld 
ed combustion unit. Connect gas line 
Fasten on front assembly. Insert rodi 
ants. Attach grill, Put removable 
control handle on shaft and heoter is 


ready for operation! 


Royal model = 202 


ROYAL WALL INSERT HEATER, 8000 BTU Size 
=202-Front Panel 124%" «x 20 *1202-Front Panel 15% 


ROVAL CHEF BARBECUE GRILL 


Have you received your cotalog sheets 
on the Royal Barbecue Grill? This hand 
some line is moking sales history. 3 
populor sizes. Folds for storage. Many 
excellent sales features. Write today 


ROYAL MAKES A FULL LINE OF THE FINEST GAS HEATERS 


Write for illustrated literature and name of your neorest Royal distributor 
Quality and price make ovr line the hottest in the gos heating field 


CHATTANOOGA IMPLEMENT & MANUFACTURING CO. 
CHATTANOOGA 6 TENNESSEE 
Oveality Since 18917 





") am sold on all 
a OFE-GEE products 


a ke RYANT 
PAINTING and DECORA TING 


Box 945 
Truth or Consequences, 


September 20, 1950 


New Mexi 





5;iec= u ain an nish 
P 5 e-Ga bert P t a Var Co 
eas 3 


Louisville, 
Kentucky 
can our great 
y write your company regarding Y 

° 


I feel it my duty : mbination 


Sealkoatt and Flatkoatt co 


rs 
for thirty yea! 
in the contractivé besvaid thet time I've never 
‘ I've been fully say that in 4 yability and 
ats customer and I can truth in hide, wor 


re 
In fact, some of my custome 


; the surface 
; ; in think that \ 
satisfaction... true —_ fooled badly enough to entnnad been applied 
have the 5ea No ropy 
en only oat ° ; 
was fintenet wereld in my enamel underc as Ae 
it very $ : 


the ename 
and a per th 
, L've neve 
rit _ holds 4 solid color = ee 
that PEE-GEE I am sold on all Pee 
dealers 
7“ - H. R Bryant 


use 
ect 


freely and 





Mr. Bryant’s letter is more than a handsome tribute 
to two Pee-Gee products. It typifies the long- 
standing and ever-growing response from the con- 
tractors in the field . . . whose income depends upon 
the kind of job they do for their customers 


koatt Semi-Gloss and Onekoatt Enamels. And for 
the ever growing needs of color-minded customers, 
Pee-Gee offers dealers the Library of Colors and the 
new Flatkoatt Deep Tones! 

We'd like to talk with you, man-to-man, about 
the profit advantages of handling the Pee-Gee line. 


Why not write now? Some 
See See 


dealerships are open 
a 223 N. 15th Street, Louisville 


Kentucky 


Sealkoatt and Flatkoatt are great products 
but no more so than all the rest of the top-quality 
Pee-Gee line—such as Onekoatt House Paint, One 


Serving the South Since 1867 
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CONFUSION UNDER ESA CONTROLS 





HE PRICE-FREEZE regulation issued on January 
{ko was no hurriedly prepared document. It 
had been expected since the upward price spiral 
started last summer. The agency designated to 
prepare and administer the regulation was estab- 
lished some six months ago. And in preparation for 
price control the voluminous annals of OPA were 
available to the Economic Stabilization Agency 

Yet, the ink was scarcely dry on the Govern- 
ment’s price-freeze order before the need of 
changes and amendments became apparent 

There was, for instance, the obvious need of 
some relief for those business 
concerns which had made a con- 
scientious effort to operate in 
accordance with the voluntary 
price control program  an- 
nounced by the ESA in mid- 
December. 

That program simply did not 
work. It could not have been 
expected to work. There were 
too many who remembered the 
difficulties experienced under 
the OPA, in cases where selling 
prices were based on inventory 
rather than replacement 
They were aware, too, 
that one should follow a consistent policy 


cost 
cost 
that if 
selling prices are based on replacement costs in a 
declining market, safety requires the same policy 
in a rising market 

Accordingly, the price spiral continued merrily 
upward after December 19. The rate of increase 
was greater than it had been in the preceding 
months. Announcement of a voluntary freeze prob- 
ably added fuel to the inflationary fire, with its 
apparently implication that a mandatory 
price freeze could be expected soon. 

So, as should have been expected, there was 


clear 


widespread confusion as the General Price Ceiling 
Regulation took effect in late January 
reason was explained in the regulation itself, in a 


One basic 
reference to the “lag between a change in prices at 
one level and a corresponding change at the next 
level of production and distribution.” 

From the ranks of the retailers, where so fre- 
quently it found that the selling prices on 
many items were not in line with current replace- 
ment costs, came urgent requests to the ESA for 
relief. Probably by the time this 
pears in print, such relief will have been granted 


Was 


comment ap- 


A similar need for relief was found in some 
wholesale trades. For instance, one southern whole- 
saler reported that on approximately 20% of the 
lines handled, price changes were made effective 
by suppliers following the voluntary freeze Others 
reported that it would be necessary to discontinue 
some good lines unless selling prices could be re- 
vised in line with replacement costs. For as late as 
mid-February, notices were still coming in of fac- 
tory price advances effective prior to January 26 
There is, and for some time has been, urgent 
an effective program of stopping or re- 
tarding inflation. ESA officials 
probably are doing about as 

good a job as could be done with 

the tools they They are 

to be commended for giving 
prompt attention to the prob- 

lems of the retail, wholesale 

service trades. And they 
to be commended, too, for 
their frank recognition, in the 

price-freeze regulation itself, 

that a price freeze is an attack 

on the symptoms rather than on 

the disease—that a price freeze 

does not end the danger of in- 

flation, and to be effective must 

be backed by firm fiscal and credit measures 
It is probably true, as Marriner S. Eccles, mem- 
ber of the Federal Reserve Board, told a congres- 
committee in late January, that a wage 
strict curbs on banking credit would 


need for 


have 


and 


are 


sional 
freeze and 
have eliminated the need of any over-all price con- 
trol. But now we have it, and it will be necessary 
to do what we can to make it work 

there can be no effective curb on in- 
plays to political 


Howevel! 


flation so long as government 
favorites in price and wage control 
In the Defense Production Act of 


price 


1951, which 


authorizes and wage control, there is evi- 


dence of political pressure in the provisions which 
make it 


most farm pre 


now impossible to hold down the prices of 


ducts. And the wage freeze was im- 


mediately followed by an amendment specifically 
designed to permit of a last-minute wage increase 
to John L 


won t 


of $1.60 a Lewis’ mine workers 


preferential 


day 
with 


Price control just work 
farm-labor policies 

Meantime that 
ernment controls are desirable should take a long 


look at our difficulties ESA controls 


those who feel ocialistic gov- 


under 
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ra ifty years of steel making 
IN and FOR the SOUTH 


March 5, 1951, marks the Golden Anniversary of 
Atlantic Steel Company. 

From a small mill rolling hoop for rosin bar- 
rels and ties for cotton bales, employing only a 
handful of men, Atlantic Steel Company has 
grown into a full-fledged steel mill producing 
65 different products in thousands of sizes, and 
employing more than 2,000 men. 

Today the name Dixistee. is known through- 
out the South and from California to New 
England. 

Founded by a small group of business men 


ATLANTIC STEEL 


who had faith in the future and a desire to help 
build the South they loved, Atlantic Steel Com- 
pany stands today a tribute to their vision. 

through three major 
Atlantic Steel 


Company has been guided by firm business poli- 


Through all these years 


depressions and two World Wars 


cies that have stood the test of time. 
7 7 7 7 
We enter our second half-century with the 
greatest expansion program in our entire history 
the best evidence of our continued faith in the 


future and the South. 


COMPANY 


ATLANTA, GEORGIA 
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N EYE-CATCHING garden shop, 
launched in 1948 as a closely 
tied-in supplement to the Cherry- 
dale Hardware Company, Arling- 
ton, Virginia, not only yielded a 
yearly volume of $50,000 in 1949 
and $75,000 in 1950, but it has in- 
creased sales volume in the hard- 
ware store by 10 percent 
Morris Sitkin opened the gar- 
den shop in 1948, specializing in 
plants adaptable to the Virginia 
climate. Occupying a lot 117 x 75 
feet, adjoining the hardware store, 
the shop is readily accessible to 
the highway and with its outdoor 
displays of lawn furniture, varied 
plants, and pottery presents an at- 
tractive picture to passersby 
“Back in 1947, and even earlier 
I believed that with increased 


MARCH 
1951 


—n profitable 
supplement for 
this hardware store 


incomes, people would be spend- 
ing more money on their 
especially in a rapidly-growing 
area such as Arlington; and that 
gave me the adding the 
garden shop, Good 
profits from the store 
provided the means for 
the shop, he added 

“I knew precisely what I wanted 
in a garden shop. Once when I 
was driving on Long Island, I saw 
shop on the highway 
open 


homes 


idea of 
Sitkin 
hardware 
building 


said 


a garden 
with everything out in the 
and plenty of parking space out in 
front Outdoor’ shrubbery 
plant displays arranged with gar 
outdoor 


and 
den furniture—an sales 
room. Even the 
supplies were on open shelves for 
everyone to see. The design of my 


housed garden 
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garden shop now closely re 
sembles those.’ 

The center building, used for 
garden supplies, tools and equip 
occupies 50 x 22 feet of the 
space designated for the project 
The two L ends comprise the pot 


20 x 35 feet 


ment 


tery shop and nursery 
each. All other 
to outdoor displays and sales area 
with a 75 x 35 foot frontage for 
parking 
Supervised by a 
with two 
are experienced in gardening, the 
Cherrydale Home and Garden 
Mart offers a garden maintenance 
and rental! 
service 


space is devoted 


horticulturist 


assisting salesmen who 


landscaping service 


and consultation 
of garden 


tools 


ervice 
in addition to a variety 
pottery 


furniture garden 


43 





Lyman M. Moore. 
right, assistant man- 
ager of the Cherry- 
dale Home & Gar- 
den Mart, helps a 
customer select a 
pot plant in the 
popular and profit- 
able garden shop 


Delivered to more 
than 10,000 homes 
in Arlington, Va.. 
price lists have re- 
ceived great re- 
sponse and helped 
establish the sub- 
stantial garden shop 
volume 


1950 


Price List 


& 


Se LANDSCAPING e ROSES 
GARDEN POWER EQUIPMENT 
GENERAL GARDEN SUPPLIES 
CUT FLOWERS 
al 


PLANT 


Cherrydal 
HOME AND GARDEN 
e@ ARI 


10 to 4 


MART 
GION, VA 
3725 LEE HIGHWAY 


Open Sundays - 


MARCI 


and implements, and wide assort- 
ments of plants brought from the 
North Atlantic, South Atlantic and 
Gulf states. Roses from Texas, 
house plants from Florida, ever- 
greens and shade trees from the 
Princeton nurseries in New Jer- 
sey—all are gathered under the 
outdoor roof of the mart, where 
they will thrive under the soil and 
climate conditions of this locality 
Under the shop's consultation 
service, a home-owner may bring 
in a sample of his soil for analysis 
and bi-monthly a_ representative 
from a garden supply firm makes a 
chemical study of the soil sample 
to determine the property lacking, 
whether an acid or over-acid con- 
dition is required for the plants in 
the customer garden 
Home-owner also are encout! 
aged to bring in samples of dis- 
There 
no charge for thi ervice; but 
establishes the Garden Mart 
center of help and 


eased foliages for analy 


advice for 
personal gardening problems and 
leads to sales that are backed up 
by service 

You have picked up azaleas or 
rose bushes at roadside stands, and 
if they didn’t grow, then it wa 
just too bad said Sitkin We're 
here to back up whatever we sell 
and we'll do all we can to help ou 
customers gardens 

For its garden maintenance and 
landscaping services, the Cherry- 
dale Home and Garden Mart main 
tains a crew of four men, who, on 


an hourly, per-job basis or yearly 
contract, will roto-till, mulch, level 
off, fertilize and seed a lawn in 
the fall, return in the spring to 
fertilize and water every two or 
three weeks in dry weather, if 
necessary, during the home-own- 
er’s absence. Any type of landscap- 
ing will be undertaken. Estimates 
are given free, and costs depend 
on the size of the job 

The home-owner who seeks as- 
sistance in planning a garden will 
be given a rough sketch which in- 
corporates her ideas with modifi- 
cations and suggestions, free of 
charge 

Fertilizer spreaders 
lawn rollers, and other 


seeders 
garden 
implements are rented for the day 
week or week-end 

With its garden shrubbery and 
glass-paneled windows and doors 
the shop brought in only $3800 
worth of business during the first 
three months of its existence 
With a payroll of $200 a week, it 
Was sustained by the 
store. At this point, Sitkin opened 
a promotional campaigr printing 
and distributing 5,000 folders that 


introduced 


hardware 


residents in the im 
mediate area the garden shop 
A picture of the shop and its lay 
out, together with a map locating 
it, was shown 

The results of that opening gun 
were negligible,” said Sitkin. who 
had simultaneously run advertise 
ments in the three big Washington 

(Continued on page 52) 
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all employees 
Share in this 


FTER FIVE years of successful 
A operation, a bonus plan that 
permits employees to share in the 
store’s profits according to their 


continues to 
McGee- 
Jackson, 


individual salaries 
prove its worth at the 
Ross Hardware Co., in 
Tennessee. 

Applying to the store's 20 em- 
ployees, including office workers 
truck drivers and porters, the sys- 
tem has served as an incentive for 
employees who normally would 
not be concerned with soliciting 
business. “Even the 
times comes in with a nice order 
explained Secretary-Treasurer W 
C. McGee, who now manages the 
firm with Hugh C 
and general manager 

Each year the company sets uy 
a fund large enough to take care 
of all anticipated expenses. The 
total is determined by the previous 
year’s expenses and expected in- 
creases, The base sales for the 
coming 12 months then 
mated by averaging the base sales 
for the previous three years. Then 
the sales are broken down month- 
by-month and an_ anticipated 
monthly percentage of the year's 
total sales is derived by using the 
three-year average as a yardstick 


porter some- 


+ 


Ross, presider 


are esti- 


In this manner 
assigned a 
sales. The expense fund is then de 
ducted from monthly earnings or 
a pro-rata basis 

All employees are informed o 
monthly bases, and the company 
sets aside 12 percent of all gross 
profits from sales in excess of the 
monthly bases, for a kitty 


certain percentage 


‘ 
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Left, an employee of McGee 
Ross Hardware Co. receives a 
bonus check from Hugh C 
Ross, president and general 
manager. Below, Secretary 
Treasurer W. C. McGee looks 
over the bonus plan ledgers 


are 

dividing the 

total three-month’s payroll 
kitty This 
employees share-pe! 
fund 


into the figure 
the 
dollar-of-s 

This share is 
the number of dollars in the em 
ployee’s salary, and this sum 1 
tripled to obtain the bonus due the 
employee for the full quarter. For 
if an employee's share 
per-dollar-of-salary is 30 cents 
and he earns $100 per month, hi 
monthly bonus for that 
will be $30, or $90 for the quarter: 
In this 
benefits 
tenure 


vides 
alary in the bonus 


then multiplied by 


example 


quarter 


employee 
ability 
because 


based on 


manner every 
according to his 
and of service 
salaries naturally 


these two factors 


are 


exceed their a given pe 
riod. And 
paid employees 
$100 per quarter 

This quarterly bonus 
more satisfactory and 
greater incentive than an end-of- 

(Continued on page 62) 


bonuses for the higher 


frequently exceed 


system 
pre vide 
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Manufacturers take a look at t 


Prospects for 


\ 


S SUPPLIES of basic metals for 
ion in civilian products are 
further restricted supplies of 
hardware merchandise, in the re 
maining months of 1951, will be 
affected in degrees. Al 
ready, the 
copper 


varying 
such metals a 
and aluminum has 
banned in the 
long list of consumer products ir 
cluding n 
And the future 
materials for the 
ture of civilian merchandise 
be determined, in 
by the urgency of the defense pro- 
gram. 

In view of the natural appre- 
hensiveness of retail dealers in re 
gards to the future availability of 
SOUTHERN HARDWARE asked 
a number of leading manufactur- 
ers of hardware products to com- 
ment on the prospects of sup- 
plies during the next few months 
Their replies—based on the situa- 
tion in mid-February—are quoted 
below. 


use of! 
beer 
manufacture of a 
imerous hardware item 
availability 

basic manutac- 
will 


large measure 


goods, 


x**« * 


WE EXPECT TO ship to our cus- 
tomers for civilian needs in the 
first six months of this year more 
hammers, hatchets and axes than 
we shipped in the corresponding 
period of either 1949 or 1950, but 
not as many as they are ordering 

It will take us into May 
plete our present orders for either 
hammers and hatchets or axes. We 
have increased production con- 
siderably. However, orders, in 
spite of a slow start in the first 
half of January, have exceeded 
this increased production by more 
than 20%, so that our unfilled 


to com- 
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backlog constantly 


frowing 

We are not taking on any new 
customers are allocating ou 
pre ent 


production among 


customers 1n accor with thei 


past purchase ul customer 
need not feel apprehension in re 
gard to getting somewhat more 
than their normal requirements of 
the past two years from us, but we 
supply them with enough 
for any considerable building up 
of inventories.—Fayette R. Plumb, 
President, Fayette R. Plumb, Inc., 
Philadelphia, Pa. 


x« *« * 


f 


cannot 


ALI 


consumers’ 


MANNER OF appliances and 
durable goods will be 
affected by the government's ac- 
in connection with such vital 
copper nickel 


tion 
metals as cobalt 
zinc, etc 

The aluminum 
altogether determined as yet but 


Situation Is not 





IN response to a request from 
SOUTHERN HARDWARE. sev- 
eral leading manufacturers here 
give their views on the prospects 
for supplies of their respective 
lines during the coming months. 
Several others from whom state- 
ments had been requested replied 
that the situation, at the present 
time, is too confused to venture 
any comment on what the pros- 
pects are. 





plies 


it is all on allotment and 
these allotments have been cut 
80% for January, 75% for Feb- 
ruary and 65% for March. Just 
what the second quarter allot- 
ments will be has not yet been 
definitely termined, but 
certain vill not be increased 
March and quite 

duced, (Editor 
amendment to NPA 
Feb. 1 1951 
April 1951, the 
aluminum in numerous 
including lawn 


now 


they 


Note 
Order M_- l ied 
prol 
use of 
civilian products 
mowers 

The full effect of the 
has not been felt as yet, but as war 
picks up momentum 
merchandise will become 
critical and all hardware items 
will be definitely affected.—Wal- 
ter C. Davis, President, G. W. 
Davis Corporation, Richmond, In- 
diana. 


war effort 


production 
more 


x«*k * 


(farm and garden 
tools) are now being delivered by 
the manufacturer to the whole- 
saler and by the wholesaler to the 
hardware retailer in sufficient 
supply to satisfy the consumer de- 
mand this spring. No shortages are 
as yet apparent 

If dealers will confine their pur- 
chases of steel goods to normal re- 
quirements and from their regular 
wholesale sources, there should be 
no occasion for shortages this year 
An effort to buy now, however, in 
anticipation of the 1952 season 
and a tendency to pyramid orders, 
would disrupt the normal proc- 
esses of supply 

Dealers should, however, an- 
ticipate next year’s needs late this 


STEEL GOODS 
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summer and place their orders 
early with their regular source of 
supply. This will permit the man- 
ufacturer to convert his available 
raw materials into the proper tools 
to meet all needs and deliver them 
in good time for 
ments 

This practice, along with normal 
buying procedures as to quantity 
should result in ample farm and 
garden tools for all John T. 
Mains, Vice President in Charge of 
Sales, The Union Fork and Hoe 
Co., Columbus, Ohio. 


seasonal require- 


x«*«* «* 


THE RESTRICTED USE and avail- 
ability of such items as zinc, bronze 
and aluminum weaving is definite 
ly affecting our production of in 
sect wire screening, standard hard 
ware cloth poultry netting to 
the extent that inable te 
produce maximum capacity and 
are, therefore, obliged to distribute 
production ( rict alloca 
tion bas 

satisfy 


and 


we are 


our 


\ creel f 
have definitely been established a 
essential products in our economy 
health 


nevertheless, to 


from a 
bliged, 
wire 


tandpoint, we are 
produces 
within the 
materials a 
prescribed by the various M order 
issued by NPA. While various M 
orders indicate the current use of 
a certain such ma- 
terials used during a base period 
for civilian production, it is fre- 
quently difficult, nevertheless, to 
obtain the material to which you 
are entitled from a supplier be- 
cause of the influx of DO rated 
orders which require preferred 
consideration in most schedules.— 
W. F. Sewert, Sales Manager. 
Hardware Products Department. 
Wickwire Spencer Steel Division. 
New York, N. Y. 


insect screening 


limits of available 


percentage of 


- 2 2 
My THOUGHTS on general 
ditions are that the government 
will endeavor to permit chain 
manufacturers to operate for civil- 
lan use on a percentage of about 
65% of a base period. Balance of 
our capacity will be consumed 
with DO orders. Eventually indus- 
try will doubtlessly be supplied 
with limitation orders and prob- 
ably we will be forced into allo- 
cations 
With the existing price freeze a 
wholesaler has no reason to buy 


con- 


materials fo: and I 
believe that there will be sufficient 
materials to go around, provided 
the wholesaler does not attempt t 

inflate his specifications —W. D. 
Kirkpatrick, American Chain & 
Cable Co., York, Pa. 


x«* «* 


speculation 


DUE TO THE National Productior 
Authority's curtailment 
aluminum, nickle and copper base 
alloys, ishin 
tackle will be icted 
during the coming months. Certain 
of our lines must be 
from the market within the very 
future unles something 


orders on 


the manufacture of 


f 
f 
greatly restr 


withdrawn 


near 
the international 
so that these 

amended to permit the us« 
materials.—R. H. Balch, President, 
Horrocks-Ibbotson Co., Utica. N. Y. 


picture change 
orde! may be 


ot these 


«~*«* * 


UNLESS THERE ARE 


we do not now 


the manuli 


perhaps exceed, the productior 
1950.—Stanley Woodward, Execu- 
tive Vice President, The Ruberoid 
Co., New York, N. Y. 


x«*« * 


Insect Wire 


being rapidly affected 


THE 
ocreening 1 
by the defense program 
getting into high gear. The cut 
backs are beginning to appear du 
ing the current six month Jar 
uary through June, 1951 

There will be dislocation in pré 
the of 
screening. For example, galvanized 


SUPPLY OF 


which 


duction of various grade 
screening is being curtailed 20 
by the zinc order M-15 
NPA. Bronze screening produ 
is curtailed by NPA Order! 
limiting consumption of < 
Effective March 1, a 20% 
tion over the base period will 
effective. A 35 
the base period will apply to alun 
inum screening beginning Marc! 
1, and the cumulative effect of 
these reductions will begin to ap 
pear in the trade during April 
May and June 

On the other hand, building con 
struction will be tapering off to 
some degree and with it the tre 
mendous demand for wire screen- 
ing should be subsiding somewhat 


ued Dy 


reduction ove 
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recognized that « OU of 


It is 


creening required 


productior I 
maintenance and repair and 
h this in mind the NPA is giv 
ing early consideration to the prob 
ms of the wire screening indus 
the thought that 
maintained a 


try with produc 


hould be 


¢ 
tion 
easonable rate and defense order 
hould be equitably distributed t 


dislocation to the 


avoid serious 
civilian trade 
We believe the 
pattern 
a production point 
and the 

although serious hould 
production to 


of normal civilian need 


foregoing repre 


new which can be 
from 
of view for our industry 
cutback 


till allow enough 


ents a 


expected 


take care 
—Stuart M. Jones, Vice President 
in Charge of Sales, New York Wire 
Cloth Co., New York, N. Y. 


x «xk * 


OUR PRODUCTION OF 


teel good 


tir 
cor E 


ved we ( I ete ne t 
cedure H. Cunningham, Execu- 
tive Vice President, Ames Baldwin 
Wyoming Co., Parkersburg, West 
Virginia. 

x «x * 


UNLESS THE snow 


WAR | ire 
chang 


; > vs) ? 
a radical in the nex 
the amount of diversion « 
mament 


few 
of 


ikt 
month 


industrial 


capacity for al! 
1 


e will be mail 
in 1951 will be 


ana our 


economy 

than in any year ex 
1950 or 1949 

oO with chain, the 

t additional 

the chain 

] how 

buying and 


jobber now 
perating r businesse on a 
mmon-sen and factual infor 
ion ba and purchasing what 
belie will 


needs for a 90-day period 


cover actual 


chair 
Unless this c 
yh all-out 
should 
steel 
jobbers 
The 
required to accept only 


becomes 
the chain 


adequate 


intry 
\ ved in wal 
industry ecure 
to take care of 
normal 90- 


mills 


amounts of 
their 
day 


regular 
requirement steel 
are now 
25° of their monthly capacity for 
DO rated orders.—David J. Gem- 
mell, Executive Vice President and 
Director of Sales, Cleveland Chain 
& Mfg. Co., Cleveland, Ohio. 











AST SUMMER, standing in the 
L middle of a glittering and in- 
viting display of lawn and 
equipment, we were thoroughly 
impressed with the product knowl- 
edge and convincing manner of a 
somewhat elderly salesman 

This display consisted of about 
everything useful in garden or 
yard—hoes, rakes, spades, shears, 
clippers, gadgets for this and that, 
sprinklers simple and inexpensive 
and sprinklers complicated and 
costly, rolls and rolls of brightly 
colored hose, edgers hand moti- 
vated and electric driven, and 
mowers, without power and with 
power 


tools 


Sales Technique 


Two power mowers of competi 
tive make constituted the center of 
attraction at the time. Several 
well-dressed men were gathered 
there and all of them were obvi 
ously shopping for a power mower 
comparing their 
formation on a number of make 
with the two on display here 

Squatting down on the floor 
then up and around to the other 
mower, pointing here and there 
explaining this and that, was the 
somewhat elderly salesman. His 
name is J. Car] Smith 

And as we stood and listened to 
the prospects empty themselves of 
questions we realized that this 
salesman was outstanding in the 
amount of knowledge he had about 
these products. Apparently there 
was nothing he did not know about 
either mower. And there was 


accumulated in 


48 


PRODUCT 
INFORMATION 


--- the hard way 


By Baron Creager 


something behind his answers and 
his explanations that we could not 
satisfactorily identify at that time 
Something that made him so utter- 
ly convincing 

It is not so important 
saw Smith sell at least 
those mowers that day. Our point 
is that what we overheard stand- 
ing there on the sidelines com- 
pletely sold us on the salesman 
There was a lasting conviction 
that one could get accurate and 
dependable information from 
Smith. So we kept going back to 
him. We cultivated Smith and 
gradually we got it out of him 

Smith believes that until a 
salesman knows everything there 
is to know about a product it is 
foolish for the salesman to at- 
tempt to sell that product. So 
Smith gets his product knowledge 
the hard 


that we 
one of 


way 
Home Test 


He has his own home, his lawn 
shrubs. He also has a 
shop, well equipped with 
When a new product, such 
as a lawn mower, for example, is 
offered to his store, Smith has the 
mower sent to his home. There he 
takes it apart, finds out how it is 
built and what it is made of, Then 
he puts it back together and sub- 
jects it to every challenging test 
he can conceive 

Meanwhile, the store buyer is 
awaiting word from Smith. If 
Smith is satisfied in every respect, 
he gives the word and the store 
takes on the line 


flower beds 
work 


tools 


That is about what happened in 
the case of a power mower, one of 
which was sold that day 

The factory man was trying to 
sell the mower to Smith. The fac- 
tory man mentioned that this 
mower was equipped with an ex- 
tremely tough steel cutter bar and 
an equally tough steel reel. If the 
householder, while running this 
power mower, lodged a stick, a 
stone or even a piece of scrap iron 
between blade and cutter bar, the 
mower would not be damaged. So 
said the factory man 

But Smith doesn't believe 
thing about a product until he tries 
that product, and he challenged 
the factory man 


Tries the Product 


any- 


That's a broad claim 
Smith “You say 
scrap iron won't hurt the blades of 
this mower. Well, let's take 
this mower back to the gun shop 
They have old iron and stuff back 
there. We'll see.’ 

So they took the 
gun shop where the factory man 
cranked it up. Then he took an 
old rifle barrel and, with the mow- 
er running full speed, he stopped 
the mower by jamming the rifle 
barrel into the revolving blades 
Not once, but four or five times 
Then, to prove his point, the fac- 
tory man fed sheets of paper into 
the running mower and the mower 
cut the paper like you would with 
scissors 

“But even then,’ adds Smith 

(Continued on page 64) 


pretty 


suggested even 


just 


mower to the 
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When discussing mowers with prospects. 

salesmen at Sam Speir Hardware Com- 

pany are prepared to mention many 

pertinent facts which might result in a 
quick sale 


By J. H. Reed 


Developing the 
market for 


POWER LAWN MOWERS 


a POWER lawn mower is no Another point 
f 


longer a luxury item for the owner of a pov 

large land-owners. Today it is a can cut his entir 
mcdern convenience, well withi big one, in an hour 
the reach of every home-owne! factor in a climat 
and a profitable item for the dili- 100 degrees F 
gent hardware dealer who de- mer day. During 
velops the market for a growing evening,’ a home-ownet 
lawn mower trade,” according to his lawn with little time 
H. Haddow, manager of Sam _ if he has a power lawn mower! ind have 
Speir Hardware Company in San _ And this lap the me i al of the 
Antonio, Texas cessful sal argument off ‘ 

Sam Speir Hardware Company high-pressure c 
has developed a substantial vol- Prices Reasonable ing a power mac 
convinced that it i 1 the best 


buy. But the power uni are fea 


y the 


ume in power lawn mowers, de- 
spite the fact that it sells only on As for the prospect 
a cash or 30-day basis, rather than afford a power lawn mow tured 
extending credit for longer peri- Haddow points to the sale of tel and salesmen are , ) point 
ods, as many of its competitors do vision sets in San Antonio during out their advantages over the old 
In discussing the various mow- the past six months hand mowers if a customer ap 
ers with prospects, the company’s ranging from $125 pears interested. Naturally, a sale 
salesmen are prepared to mention This,” he sai well w 1 man would ra 
many pertinent facts which may and often below, the pri range init for $115 than a har 
influence the sale of a unit of power mowe! ‘ i $26.50—but the f 
One big selling point is that with gives the most real service? learned that 
yard men now getting from $5 to often a question of w rm alesman s¢ 
$6 a day for their services, a pow- a prospect can afford a power lawr and that it i 
er mower will pay for itself ina mower, it is a question of vince himself 
single season, which, in San An ing him that the pi 1 power machine 
tonio, lasts at least nine months a mower offe the 


prominently time 


the! ell 


(Continue 


mos 
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Lauhon Gets Big Results from 


ware dealers in the use of 
television as an advertising medi- 
um, according to Waldo Lauhon of 
the Lauhon Hardware Company 
Tulsa, Oklahoma, who has dis 
covered already the value of tele 
vision as a volume builder 
Operating a hardware 
the edge of the Tulsa business di 
trict, Lauhon has seen his busines 
volume grow seven times in three 
Television, of course, ha 
accounted for all of the 
growth, but it is contributing mors 
and more to the business that 
comes into the store 
Television will get 
hardware dealet 


feo" a big future for hard- 


store at 


years 


not 


results for 


uses it 


who 
intelligently he pointed out 
where the city ha 
You naturally 


because eve 


any 


‘particularly 
only one station 
get results then 
television set owner has to look at 


vour advertising 


ealutin 
the 


EIGHT - TEENS 


TELEVISION 


Lauhon spends 50 percent 
of his advertising budget on 
vision advertising. For the 
parative dollar expenditure 
tween television and newspaper 
advertising, he pointed 
average dealer can never 
be able to use enough 
compete with the larg 
store full-page 
ments, On television, no 
what he spends, the 
have the full and undividex 
tion of the audience 

Lauhon 30-minut 
program over KOTV in Tulsa eacl 
week. In addition, he 
vision spot announcement 
network television program on 
appliances. Between 35,000 and 


now 


com 


be- 


hope te 
space t 
depart 
advertise 
matte! 
dealer 


i atten 


ment 


sponsors 


ises tel 


alter 


Company sponsors a 
weekly 30 - minute 
program known as 
the Lauhon Musi- 


by youngsters from 
various schools and 
sections of the city. 
Lauhon believes 
that programs fea- 
turing good local 
talent, rather than 
films, is the most 
effective television 
program he could 
use, City-wide in- 
terest thus is gen- 
erated 


cale and featuring 
singing and dancing 


tele- 


out, the 


KOTV 


broadcas 


38.000 ts within 


these 


tuned in [for 

The weekly program, known a 
the Lauhon Musicale feature 
singing and dancing by youngste! 
sections 
Wednes- 
top-pro 
$180 


from various schools and 
of the city. It appears on 
during the 


Costs run 


evenings 
gram period 
program for station 
tween $75 and $100 for talent 


day 
pel 
and be 
The 
i 


time 


announcement costs > 
it any 


average } 


Lauhon believes tl 


iler who 


nara 
considering 
hould spor 
rather thar 


that 


ware de: 
television advertising 
local talent 


He has found 


ituring youngsters 


sor good 
film programs 
his program fe: 
all arrangements taken care 
choral club and teachers 


pro 


with 
of by 
the most 
gram he could use 

“This type of program will have 
terrific reception and interest,” he 
pointed out, 
the interest 
thousands of 
pear on the program and of 
relatives who see them sing 
and dance on television 

“There is always more interes 
in youngsters’ talent than in any 
other kind. People who buy the 
merchandise you sell in your stor« 
want to see these youngsters, par 
ticularly if they are related. Not 
a week goes by but what scores of 
people come into my store and tel! 
me how much they enjoyed the 
program and how much they ap 


effective television 


because it will have 
and appreciation of 


youngsters who ap 
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“Whatever you decide to sell 
must be photogenic,” says Lau- 
hon. Merchandise, such as ap- 
pliances shown at far left, must 
be easy to explain and demon- 
strate. Company concentrates 
on appliances. At right, a teen- 
age group performs for the tele- 
vision audience 


By Ernest W. Fair 


ADVERTISING 


them on tele- 


merchan 


seeing 


they 


preciated 
vision 
dise, lots of it, when they come in 

“Whatever you decide to sell 
over television, it must be photo- 
genic,” Lauhon cautioned. “If it 
isn’t, do not attempt to sell it over 
television. Remember, that 
the merchandise you show must be 
smooth to handle 


and buy 


too 


easy to explain 
demonstrate, when- 
We have found ap 


a natural and have con 


and easy to 
ever possible 
pliances 
centrated heaviest on them 

“And you have to watch your 
py. When there is a 
people will blame 
when your adver 
tising is bad, they will blame you 

Another thing the hardware 
must do, if he 
television advertising to sell, i 
edit the copy himself. One 
mistake, either in or display 


advertising cé 
ad progran 


the but 


station 


dealer wants hi 


mall 


copy 


can cause a dealer 
station 


are 


Neither 


nouncers 


pliance men, so 
word of 


every 
scene 

‘Also, 
pays to 


come into your 
work 
if 


needs 


selling 
nouncer, 
delivery, 


television, he not only has 


good 


to be a good salesman. In fa 
has to be every bit a 
that 


man on 


we 
require 


announce! 


untold 
writers 

you must 
copy and 


have found that 


store and see 


he has a 
little 


good 


else. But 


but he als« 


‘ ‘ 


screen as he 


have to be in your store.” 


Lauhon 


also warns 


misery 
nor an 
hardware or ap 
check 
every 


if 


good a sales 
would 


that th 


announce! to 
how 
In radio, an an- 
voict 
in 
to be a 
. ‘ 


re 


€ 


dealer should check prices closely 
both in the copy and on displayed 


merchandise being televised 
the 


bers of 


often take 
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Men 
television audien 


down the prices 


Lauhon Hardware 
Company is located 
on a business corner 
at the edge of Tul- 
sa‘'s business dis- 
trict. Store building 
which measures 75 
x 150 feet has large 
signs across front 
and side. Televi- 
sion advertising has 
helped considerably 
in the seven-times 
growth of the busi- 
ness in the last three 
years 


Lauhon advises all dealers try- 
ing television advertising to edit 
all advertising copy carefully. 
He requires announcers to visit 
the store to enable them to get 
in the swing of hardware sell 
ing. He also believes that copy 

nd announcers should be 

changed frequently 


Lauhon belli 
tive 
omething 
a well as 
from to time 
continue to pay 
ame announcer week alte! 


When your own adve 


program i 

differer 
different I 

People will not 


attentior 


announ 


time 


i wear or y ir nery 


had better change it he said 
how 
old thing all 
tire of it 
member, too, when a story 


may be, if it 

the time 
And re 
is told 
result 


matter good it 
the same 
people will 
in the fewest the 
are always best 

Waldo Lauhon and Leslie Alle: 
purchased the store in 1941, in 
corporating it as the Allen-Lauhon 
Hardware Company. The follow 
ing year, Lauhon purchased hi 
partner’s interests in the business 

The future of his store, 75 x 150 
feet looks brighter today than 
ever before, he said, and television 
advertising, which has 
uccessful for him in the past, will 
continue to be so in the future 


wi rds, 


been so 


5! 





Newly-elected officers of the Kentucky Retail Hardware Association. 
front row, left to right: Gus E. Hank, Jr., retiring president; Joe 


Kirchdorfer, Jr., new president: 


K. O. Cayce, 


first vice president. 


Back row, left to right: D. W. Laws, secretary-treasurer, and T. C. 
Meade, second vice president 


Kentucky Convention 


HE QUESTION of markups dur-_ that the net n > cut consider- 
ing the price-freeze received bly by t . t looks like the 


strong emphasis during the 5ls 
annual convention of the Ken- 
tucky Retail Hardware Association 
in Louisville, February 6-8 

Homer C. Lewis, of the Office 
Price Stabilization in 
told the dealers that 
obey the letter, as 
spirit, of the price 

“If you can’t sell an item at a 
profit under the freeze, don't sel 
it at all,” he cautioned the dele 
gates. However, he said, the gov 
ernment probably will provide re 
lief soon in case 
freeze would mean 
selling 

In contrast to Mr 
Rivers *eterson, 


Louisville 
they mus 
well as the 
freeze order 


where the price 


below-cos 


Lewis’ ad 
dress, Indian 
apolis, managing director of the 
National Retail Hardware Associa 
tion, observed that more than one 
hardware maintained hi 
usual markup during the World 
War II that hs 
would be ahead, even if he were 
fined 

“T grant you that this is illegal, 
he said, “Certainly 
retailer should observe at least the 
spirit of the regulation. I 
he observes this spirit if he 
increase the percentage of hi 
markup.” 

Despite shortages, Mr. Peterson 
forecast “good and 
profits in 1951.’ But he cautioned 


dealer 


freeze, figuring 


I think every 


believe 


aoesn t 


sales good 
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(what he termed 


who believe that the 


hair-shirt boys 


hould be t igher on 
o be, in 

vilians that 

re in com- 

control in fashington he 
And Washington. he pointed 
a lot of items out of 
military 
armed forces do 


t, will keep 


ise, allegedly fo needs 
1 actually the 
not need the iten 


He warned a? will be 


Garden Shop 
fror age 44) 


wspapel 

few months late he ied a 
ice list of 

nts, flowering 
perennials, roses, 
tools, etc., to 10.000 homes in 
Arlington. An inserted coupon en- 
the bearer to 
brought in on Sunday 
Tuesday. The 


mendous, On 


evergreens hedge 
fruit 


garden 


a discount, if 
Monday or 
response was tre- 
Sunday, customers 
price lists in their hands 
browsed around the shop, check- 
ing off items as they ordered. Be- 
tween 10 A. M. and 4 P. M. that 
day, some $2,000 worth of business 
was transacted 

This convinced Sitkin that direct 
mail was his best means of promo- 


with 


higher than ever before. This, he 
said, would be all right, if all the 
revenue were going for de- 
fense. But actually, “the long- 
haired men and the short-haired 
women” in Washington want high- 
er taxes in order to make this 
country into a socialistic state, he 


new 


warned. 

Adron Doran, speaker of the 
House in the last session of the 
Kentucky Legislature, urged the 
dealers to “participate in the af- 
fairs of your government as never 
before.” 

William C. Gordon, a repre- 
sentative of The Saturday Evening 
Post, spoke on the subject of 
“What National Advertising Can 
Mean to You.” 

Hugh C. Ross, Jackson, Tenn 
and Charles Zimmer, Jr., Coving 
ton, Ky., led a panel discussion on 
management and personnel rela- 
tions; while Herman Keller, presi- 
dent of the Indiana Retail Hard- 
ware Association, and Holly Skid 
more of Elizabethton, Ky., led a 
discussion on personnel relations 
and merchandising 

Newly-elected officers include 
Joe Kirchdorfer, Jr., Louisville 
president, to succeed Gus E. Hank 
Jr., of Paducah; Kenneth O. Cayce 
Hopkinsville, first vice president 
T. C. Meade, Paintsville, 
vice president; Dwayne W. Laws 
Louisville, secretary - treasurer 
Clyde S. Gibson, Pineville, and 
Holly Skidmore, Elizabethton, di 
rectors; Leon B, Parker, Newport 
Gus E. Hank, Paducah; Cecil Skid 
more, Cynthiana; and B. F. Nor 
fleet, Harrodsburg, advisory board 

The 5lst annual 
banquet and floor show was held 
at the close of the convention 


second 


association s 


tion. The mailing cost about $500 
Broken down, it amounted to $100 
for postage, $200 for printing, and 
$200 for addressograph operations 

“One customer alone paid off 
for the whole mailing,” Sitkin said 
“He comes in regularly and 
has more than justified our high- 
est hopes in direct mail 

In January of 1950, the Cherry- 
dale garden shop invested $100 in 
cut flowers. Direct mail again was 
used to promote them throughout 
the area. On Decoration Day, the 
shop’s volume amounted to $250 
on Mother’s Day, $500; on Easte1 
Sunday, $1,000. Though still car- 
ried by the garden shop financial- 
ly, the cut flowers department i 
expected to increase in the fall of 
the year, when outdoor gardening 


ceases 


now 
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Successful Sporting Goods Shows 


Anderson. 8. C. 


TTENDANCE reached a new 
high for the third annual 
sporting goods show held by 
Sullivan Hardware Company, Jan- 
very 9-10 in Anderson, S. C, 
Dealer buying also was reported 
as the “heaviest ever.” Twenty- 
two booths laid out in a semi- 
circle featured the products of 
more than 40 manufacturers 
Products were demonstrated by 
manufacturers’ representatives and 
appropriate movies were shown to 
visitors 


> Products of more than 40 manufacturers were exhibited at the Sullivan 
» 
Memphis. Te mm. show. Above, manufacturers’ representatives demonstrate their lines 


| ID-souTH hardware dealers 
got an eyeful of the latest in 
fishing equipment at the second 
annual sporting goods show held 
by Orgill Brothers & Co., in Mem- 
phis, Tenn., January 8-21. 

This year the show was entire- 
ly an Orgill Brothers exhibit—no 
manufacturers being present 
and more than 4,000 items were 
displayed. 

John Hunter, buyer for the com- 
pany’s sporting goods department 
reported that the show “exceeded 
all expectations,” with more than 
twice the volume of sales recorded 
last year 

The show was moved to Jackson, 
Miss., on January 28 and also was 
shown in Little Rock, Ark., Feb- 
ruary 12-14. 


Approximately 4,000 items 
were displayed at the Orgill 
Brothers & Co. second annual 
fishing equipment show in 
Memphis, Tenn., Jan. 8-21. A 
sales volume twice as large as 
last year’s was reported. The 
show was moved to Jackson. 
Miss., later in January and also 
exhibited at Little Rock, Feb. 
12-14, during the Arkansas 
Hardware Association conven 
tion 
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New officers of the association, seated left to right: J. Dewey Clemens, 
past president and member of the advisory board; C. L. Murphy, re- 
tiring president. and Stewart Martin, president elect. Standing, left to 
right: R. K. Thomas, secretary-treasurer: Wallace Kelley, first vice 
president; J. H. Harlan, director. Not present for the picture were O. D. 


Fenimore, second vice president: and Directors L. P. Rice, 


Clyde 


Reynolds and Lin Baggerly 


AS concern over the future 


of the American way of life 
and especially some of its more 
taken-for-granted aspects, was ex- 
pressed by a parade of speakers 
with the majority from within the 
two industries, who addressed the 
forty-eighth convention of the 
Oklahoma Hardware and Impie 
ment Association in Oklahoma 
City last month. 

The material outlook, food 
stocks and crop production of the 
nation and the course of the Ame! 
ican ship of state received par- 
ticular attention. And speaker 
who called attention to unpopula 
conduct in Washington were more 
frequently interrupted with 
taneous applause 

Although registration figure 
were not available at the conven 
tion’s end, this was one of the mos 
heavily attended meetings in hi 
tory of the association and del 
gates evidenced constant interest 
in the annual merchandising show 
from which they were barred du 
ing business sessions 

This show, with the displays of 
122 manufacturers and distributor 
filling all available space in two 
floors of the Municipal Auditori 
um, apparently bore out the claim 
of R. K. Thomas, secretary-treas 
urer, that it is the biggest stat 
association-sponsored show of its 
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as does J. Dewey Clemens, past 
president from Ardmore. 

Before turning the reins over to 
his successor, President Murphy, 
in the president’s annual message, 
said he doubted that he could tell 
his associates in the same business, 
anything about conducting that 
business. 

“But operating a retail store in 
this crisis,” he continued, “calls 
for sound thinking and planning 
We must be ready to change ou 
policy on short notice. We must 
keep our heads and learn to take 
what comes. 

“This is no time to cut down on 
our advertising and promotion 
and we should be careful to main- 
tain a complete stock, yet without 
overstocking. And remember, we 
will be competing with the grocery 
store and the department store fo: 
the consumer's dollar.” 

Carl A. Miller of Kendallville 
Ind., vice president of the National 
Retail Hardware Association, re- 
viewed association activities and 
aid that since it is impossible to 
ee far ahead, planning in the re- 
tail hardware store must of neces- 


OKLAHOMA 
CONVENTION 


na belng nheid at tni time 

In the closing busines 
capacity attendance confirmed the 
judgment of a nominating commit 
tee headed by Clyde Stipes of 
Oklahoma City 

Thereupon, Stewart Martin, first 
Okmulgee, 
suc- 


Still- 


session a 


vice president of 
moved into the presidency, 
ceeding C. L. Murphy of 
water. 

Wallace Kelly, director 
Tulsa, was promoted to the first 
vice presidency and O. D. Feni- 
more, unable to attend the con- 
vention, continues as second vic 
president 

Four directors were re-elected 
They are L. P. Rice of Watonga, J 
H. Harlan of Enid, Clyde Reynolds 
of Carnegie and Lin Baggerly of 
Beaver. These directors and the 
officers will later fill the vacancy 
on the board created by promotion 
of Kelly. Past President Murphy 
continues to serve the association 
as a member of the advisory board 


from 


ty be on a day-to-day basis 

“We don’t like controls, of 
course, but it is our duty to co 
operate with our government and 
do all we can to win the peace,” he 
added. 

“And in these disturbing times 
you should find some reassurance 
in the fact that wholesale! 
because of experience, is a bette: 
upplier than he was in World 
War II. You will do well to make 
your supplier your purchasing 
agent.” 

Miller declared there are un 
limited opportunities for the hard- 
ware dealer in lines “to which we 
have heretofore given little at- 
tention,” but warned that “al- 
though we pride ourselves that we 
are independent retailers, we must 
avoid being independent in deal- 
ing with customers.” 

With the subject, “Your Future 
is .Great,” Bruce Burgess, mer- 
chandising manager of the Union 

(Continued on page 56) 


your 
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Tri-State officers, left to right. 
seated: Grady Thompson, retiring 
president; E. C. Armstrong. presi- 
dent-elect; R. P. Isaacs, vice presi- 
dent; L. A. French, director. Stand- 
ing: Marshall D. Shepherd, execu- 
tive secretary: Directors Ivan 
Boxwell, Homer Estlack, Julius 
Cox and E. W. Branch. Director 
Jess W. Miley is not shown 


TRI - STATE CONVENTION 


OLLOWING the trend in think- 
F:. sO apparent this year, with 
evident apprehension lest the Gov- 
ernment forbid use of travel and 
other facilities for conventions in 
1952, members of the Tri-State 
Hardware and Implement Associ- 
ation converged on Amarillo, Tex 
in greater numbers than ever 
fore for their annual convention, 
February 12 and 13 

From New Mexico, the Okla- 
homa and Texas Panhandles and 
from Northwest Texas, the con- 
centration of dealers set a 
for the 42 years of organization 
with a registration of 1,400 

Yet the four business 
drew less attendance and this year 
the annual banquet was not the 
usual sell-out, dealers being more 
interested, apparently, in the opin- 
ions of suppliers on availability of 
merchandise and in the displays of 
the small-scale merchandise show 
in The Herring, headquarters ho- 
tel 

In the closing session of the con- 
vention President Grady Thomp- 
son of Hobbs, N. M.., retired to the 
advisory board, being replaced by 
E. C. Armstrong of Clovis, N. M 
as the association followed without 
dissent, recommendations of a 
nominating committee for which 
Carl Harrison, past president, re- 
ported. 

This report also elevated R. P. 
Isaacs, a director of Clayton, N 
M., to the vice presidency, succeed- 
ing Armstrong; and Marshall D 
Shepherd of Canyon, Texas, con- 


be- 


record 


sessions 


tinue as execull\ 

One new dl! 
New Mexico wa ) 
W. Miley of Roswell! 

Four Texas direct 
elected. They are L 
Quanah, E. W 
land, Homer Es 
and Ivan Boxwell of Dumas. Jul 
Ww Cox, of Boise Cit Okla 
also re-elected 

Following a S 
breakfast 
opened, member 
Hardware 
ers (PHIT 
Brus¢ sident to } 
dent, in which office h« 
Cliff Hari and C. G. Stir 
named vice pre¢ The 
nial re-election of Murray El 
secretary-treasurer 
complished without ir 

Directors of the club are 
Riggs, newly chosen 
overs Ted Foste r, 
Carl Hill, Jr 
L. B. Pinkerton. The club ded 
cates itself to entertaining ry 
pliers and dealers during 
vention 

Seven speakers 
within the industry 
fore the convention and 
sured the delegates he 
at home in the frigid 
veloping the Texas Panhandle m« 
tropolis. He is Bon D. Grussing 
advertising and sales promo 
manager for the Minneapolis-Mo 
line Power Implement Company 


Minneapoli who at 


wert ‘ 
Brasch of Level 


tlack of Clarend 


the con 
of the Panha 
and Implement T: 
romoted R. E 


before 


club | 


from vice pre 


ident 


wa again 
cident 

Newt 
and five hold 

Lonnie Griffin 
Husband and 


Jack 


the ¢ 


ix of them fron 
appeared be 
one a 


’ 
felt quite 


norther er 
4 


ion 


the outset 
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Grussing also found danger in 
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> city and he enumerated ten 
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ly the 
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lent Thompson had 
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PHIT club officers, left to right, seated: Murray Ellison, secretary-treas- 

urer; Ralph Bruse, president elect; C. G. Stinson, vice president, and 

Cliff Harris, retiring president. Standing: Directors Lonnie Griffin, Carl 

Hill, Jr., and L. B. Pinkerton. Directors Newt Riggs, Ted Foster and 
Jack Husband are not shown 


the fact that their interests could 
best be served in a crisis by unit- 
ing and standing together 

“In this challenge the para- 
mount factor that confronts the in- 
dividual dealer-member today is 
that of management, for a recent 
report points out that 84.6 per cent 
of all business failures is due to 
lack of managerial ability 

F. L. Mize, head of the depart- 
ment of management at Texas 
Technological College Lubbock, 
discussed “Employee Drought 
Ahead” and, pointing out that em- 


ployment is now at its highest 
peak, inquired where America 
would get the people to double 
production or even increase it by 
25 per cent. 

“It is true,’ he conceded, “that 
facilities for production, because 
of additions to plant capacities 
since the last emergency, are much 
greater than in our previous dif- 
ficulties, so we will not be ham- 
pered by the need for vast con- 
struction 

He predicted that many 
will be pressed into industrial pro- 


women 


duction, that there will be fewer 
farm deferments and that it is pos- 
sible the Government may freeze 
every worker in his job 

M. F. O'Neil, dealer relations 
manager for the Firestone Tire and 
Rubber Company, illustrated the 
different viewpoints of individuals 
with a lighted glass panel bearing 
letters, “THIO.” 

He said one man would interpret 
this to mean “the honeymoon is 
over,” another would get from it, 
the heat is on” and the pessimist 
would read it getting 
only I have trouble.” But the op- 
timist would interpret the letters 
to mean, “today has its opportuni- 


backwards, 


ties 

“That is the reassuring view- 
point,” said O'Neil, “for yesterday 
is a cancelled check, tomorrow is a 
promissory note, while today is 
cash money.’ 

He declared that a 50 per cent 
selling presentation entitles the 
customer to a 50 per cent price 

W. M. Ostenberg, superintend- 
ent of schools at Salina, Kansas, 
delivered the inspirational talk of 
the convention, entitled, “America 
at Mid-Century.” 

C. A. Washmon, implement deal- 
er of Harlingen, Texas, discussed 
“Today's Challenge to Retail Man- 
agement” from the implement 
dealer’s viewpoint. He is a director 
of the National Retail Farm Equip- 
ment Association and a director of 
the Texas Association 





Oklahoma Convention 


(Continued from page 54) 


Fork and Hoe Company, delivered 
a convincing message of reassur- 
ance on the material situation as 
far as his company’s products are 
concerned. 

“Our position is far stronger,” 
he asserted, “than it was back in 
those hectic days and I am sure 
that the conditions among our 
competitors are the same 

“We have already felt the tinge 
of mortality in our labor and we 
have brought back a large number 
of women into our operations 
However, if dealers and whole 
salers cooperate and permit us to 
properly project our manufacture, 
there should be no shortage if we 
refrain from speculative buying.’ 

An address with the most direct 
impact for the farm equipment in 
dustry was that of A. King M« 
Cord, president of The Oliver Cor- 
poration, who cited industry pro- 
duction already seriously curtailed 
by material shortages. 
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“But we have a friend in the 
agriculture department this time,” 
he added, “that we did not have 
before. This may be in our favor 
but our only hope is in early and 
effective government action. We 
stand a chance of being properly 
rated, but not in time to get pro- 
duction equal to that of 1950.’ He 
added that investments in new 
plants by most companies since 
World War II had created manu- 
facturing facilities entirely ade- 
quate to meet demand if material 
is available 

J. K. Garner of 
Miss., president of the National 
Retail Farm Equipment Associa- 
tion, had the topic, “Today’s Chal- 
lenge,” but he merely toyed with 
a prepared address, preferring to 
intersperse extemporaneous _§re- 
marks with colloquial comment 
and anecdotes. Referring to a 
previous presentation in which 
Socialism for America was de- 
scribed as a possible ten years 
away, Garner said 

“Unless you do something about 


Greenwood 


it personally, it’s not ten years 
away, We're only about four wag- 
on greasings from Socialism and 
you know what I mean the 
peaker said 

A feature presentation of the 
convention was programmed, “It’s 
Time To Sell,” and this made use 
of an electrically-lighted display 
on the stage, with panels on which 
were listed the distinctive features 
of “The American Way” compared 
with “The Communistic State” 
and “The Paternal State.” 

The presentation was drama- 
tized with the help of lights flash- 
ing on the display, by three speak- 
ers who followed a prepared text 
The speakers were: R. E. Jaquier, 
International Harvester branch 
manager at Oklahoma City; J. M 
Griffin, executive vice president 
Modern Tractor and Supply Com 
pany, Oklahoma City and B. G. 
Hays, sales manager, John Deere 
Plow Company, Kansas City, Mo 
This presentation included a “bill 
of duties” for every American 
citizen 
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—the Time 
when everyone 


WEEDS ~~ 


New Chains 
CEILING i“ 


@ Spring always peps up hard- HOOKS 
ware chain business. When 
CHAINS people feel like getting out and 
doing something besides nec- 
essary chores, they find odd 
jobs around the place. And a 
lot of “odd jobs”’ call for chain, 
assemblies, fittings and the like. 


®@ Look over your stock now. 
Be ready to place the more pop- 
ular AMERICAN CHAIN items 
out where customers will see 
them and be reminded. Get 
in touch with your AMERICAN 
CHAIN distributor—now. 


FREE-but GOOD! 


Good for new and old clerks — 
Good for new and old store owners 


“Fingertip Facts 
about 
Hardware Chain”, 


Write today 
for Your Copy 
“The best thing of its 


kind ever published” 


PORCH 
SWING 
CHAINS 


ACCO PAK 


MS York, Pa., Chicago, Denver, Detroit, Los sles, New York, Philadelphic, 
AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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Washington News 


- + « « « Orders, Regulations, Priorities 





Use of Nickel Banned 
in Hardware Items . 
FURTHER move to conserve 


A nickel for the expanding de- 
fense program has eliminated the 
use of this metal in a wide range 
of non-essential civilian items 
cluding a number of hardware 
products 
The new 


in- 


issued by the 
NPA amends Order M-14 which 
had permitted the non-defense 
consumption of nickel during the 
first quarter of this year to 65 per- 
cent of the average quarterly use 
during the first half of last 
The new order lists product 
which nickel silver or nickel plats 
may not be used beginning Marcl 
1, and items in which nickel bear- 
ing stainless steel or high-content 
alloys may 
ginning April l 
Hardware 
include 
flatware 
porting 
and fittings 


hand tools 


order 


yeal 


nickel] not be u 
affected 
rooting 


table 


items 
orde r 
bo irds 


ana 


tops goods, toy 


valves food 


ews, tack 


Al 


Paint Brushes to Contain 
Substitute Materials . . 


Wwo CONSERVE supplies o 

bristles, 90 percent of 
had come from China, the nati 
paint br 


products must 


manufacturers ol usnes 


ar d 
begin 


other bristle 


to use some ller material 


according to a directive of 
the NPA order M-18 
issued temporarily to keep 
bristles in normal channels of dis- 
tribution 

Under the amendment 
and other bristle products requir- 
ing bristle longer than 25s inches 
must now contain at least 30 per- 
cent, by weight, of filler material 
Horsehair and nylon are common- 
ly used substitutes 

The amendment 


recent 
amending 


hog 


brushes 


also limits to 
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which aluminum may not be used 
after April 1. It does not permit 
the use of aluminum in the manu- 
facture of decorative or orna- 
mental items, or the use of more 
or better grade aluminum than is 
necessary for the functional opera- 
tion of any item 
Hardware items included are 
buckets, pails, kitchen utensils, 
lawn mowers, doors, hollow ware 
harness, hardware, toys 
storm windows, et 


Order to Simplify 
Hardware Design 


AN ORDER to provide for simpli- 
fication of hardware design and to 
conserve critical materials for de- 
fense production is under consid- 
eration. The NPA has advised 
members of the Builders Hard- 
ware Industry Advisory Commit- 
tee that such an order would be 
similar to a World War II hard- 
ware simplification order with ad- 
justments made for recent changes 
in production practices. ° 


rooting 


} ] 
picycies 


File Manufacturers Outline 
Production Requirements . 
Files and 

Advisory 





EMPERS OF the 

A Rasps Industry 
Committee met with of- 
NPA to the 

ting he heavy 


recently 


discuss 


Aluminum Use Banned 
in Hardware Products 


SE OF 


ALUMINUM 


ESA Order Freezes Wages: 
Flexible Policy Expected 


COMPANYING tI 
prices daetal 


the Economic Stabiliz 
General Wage 
Regulation 1 freeze ages, Jan. 25 
and compensation Even where 
25 levels. The been established, an 
s new employees paid be 
the rates in Jan. 25 for of 
the jobs for which they were 
originally hired months. Also, the raise must be 
A more flexible wage policy is granted on the same basis as last 
expected and even now raises for And a promoted worker must 
merit or for length of service can’ be given a rate of pay customary 
be given. And higher rates can be for the job 


cys 


ich a plan has not 
employee can 
for merit or for length 
service provided he has not been 


raised during the previous 12 


other 
regulation 
r 
t 


o be raised 


effect 
yeal 
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PLAIN TALK.. 


abnif your 1757 
Profil Cpporl 


Ww Roofing Buscnesd) 





Present restrictions on new home building need not re- 
strict your own opportunity for profitable roofing business. 


Consider these facts: 


According to best estimates a total of 800,000 new 
* housing units will be built in 1951. This, itself, is a 
pretty good-sized market in any year, yet... 


It represents only a part of the total roofing market 
in prospect for this year. 


3 The BIGGER part— much BIGGER part—will be 
, reroofing, maintenance and repair. 





Yes, people are going to need new roofs on their houses 
and people are going to have money to buy them! Money that 
might otherwise be spent for hard-to-get consumer goods is 
available for home-improvements and repairs 

You can claim your share of this ripe market by selling 
and applying Barrett* Asphalt Shingles. The Barrett line 
includes not only a wide variety of ‘“‘conventional”’ shingles 
but also top-flight, exclusive design, lock-type shingles 
Barrett* Shingles are approved by Underwriters’ Laboratories, 
and meet every requirement for superior reroofing at 
moderate cost—values your competition just can't beat 

Don’t put it off—get in touch with Barrett today! Let 
your Barrett representative give you full information as to 
products, prices, deliveries, advertising and promotion 
backing that really help you sell. 


THE BARRETT DIVISION 
ALLIED CHEMICAL & DYE CORPORATION 
40 Rector Street, New York 6, N. Y. 


205 W. Wacker Drive, Chicago 6, til. 
1327 Erie Street, Birmingham 8, Alc. 
A 36th St. & Gray's Ferry Ave., Philadelphia 46, Po 


*Reg. U. S. Pot. Of 
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Bonus Plan 
(Continued from page 45) 


the-year share in profits, because 
i re) & W employees are able to earn extra 
B I G 4 3 A S N H sd cash throughout the year, instead 
of in a single lump sum, officials 
of the company point out, Also, in- 
T b4 t be . 4 Ss 6 U a tH D t M A | D terest in increasing sales is main- 
tained at a fairly equal level the 
year-round. Especially during the 
b Oo R G R t ¥ N L E iz C HH | Ss t L y summer months, when business is 
slack, is this true. Employees “stay 
on their toes” to keep sales high 
Under the McGee-Ross bonus 
system, each employee receives a 
share from every sale made, after 
the month’s base has been reached 
With this arrangement employees 
might seem to receive less direct 
A reward for their individual efforts, 
FINE-CUTTING, DURABLE HANDSOME, TOUGH McGee pointed out. but he does 
EDGES for long-time, PLASTIC HANDLES not believe that this policy has re- 
acc irate performa c t t withstand the er ; 
on a wide varict . mamerine duced the employees efforts 
of work. The blade The oldest employees with the 
of every Greenies ansparent | Seon greatest following do not “hog” 
Chisel is of weather-resistant the greatest percentage of the 
special-analysis, : qe ae bonuses. Employees in the firm’s 
high-grade A de = ote = ; various departments cooperate 
steel ; eager ext sageenieat™ with fellow-employees by pro- 
anes ene viding them with sales tips, etc., 
heat treated , ees 4 
highly polished samy m. which they would not do, if there 
And the res eens oe were rivalry among personnel 
inspected for toy nig: Soret always Under the plan, no employee 
quality throughout expect from GREENLEE benefits unless the store’s volume 
exceeds the base sales average for 
the previous three years. In this 
way, employees cannot be satis- 
a fied with merely selling additional 
merchandise, but must build a 
greater volume than they did dur- 
ing the previous three-year period 








PLASTIC-SEALED hen you sell Greener 
FOR PROTECTION 

be sure you're selling toy 
From fact to your + 
thi yuality always. Write ¢t tor 


customers 


sneny queteeties coating mplete information o Power Lawn Mowers 


shiclds Greener 


blade Raa ; 5 paartegsds sag (Continued from page 49) 
Nevertheless, the percentage of 
power mowers sold to that of hand 
mowers has been climbing stead- 
ily, and the firm now sells about 
one power unit to every eight hand 
Store officials believe this 
percentage, in the view 


shape ore ! it arrival on the market 


full value to the user ference C . _— 1 power 


I 


wer 
By far tl pular power 
! ] Hard- 


asoline 





TOOLS FOR CRAFTSMEN n ) 1 reel type mower 
said Haddow, “are al- 


GRE. LEE rei familiar with its operation 
; They know how to handle it and 
to some extent, how to keep it in 
gZ00da repall 
Haddow reported that there is 
an increasing demand for handle- 
bar controlled operation of a pow- 
| er mower. “People who are buying 


STOCKED BY LEADING WHOLESALERS 


GREEMLEE TOOL CO., 1823 HERBERT AVENUE, ROCKFORD, ILLINOIS 


62 SOUTHERN HARDWARE for MARCH, 1951 








SPECIAL NOTICE 
TO DEALERS AND JOBBERS 


Tue United States Patent Office has issued a 
formal registration (No. 532958) to the Western Fishing 
Line Company for the exclusive use of the words: 


HOT - STRETCH 


T.M. Reg. U. S. Pat. Off. 





All manufacturers of fishing lines using these 
words or any similar words serving to imitate and con- 
fuse, have received legal notice to cease and desist and 
have been informed that the Western Fishing Line Co. will 
take whatever legal steps may be necessary to prevent 
imitators from infringing on this trade mark. 


Only lines made by the Western Fishing Line Co., 
THE ORIGINATORS OF THE TERM “HOT-STRETCH" AND 
THE HOT-STRETCH PROCESS, may carry the HOT- 
STRETCH name. 


DEALERS AND JOBBERS ARE CAUTIONED TO 
BEWARE OF IMITATIONS AND SIMILARITIES SO AS TO 
AVOID ANY POSSIBLE LEGAL COMPLICATIONS. 


WESTERN FISHING LINE COMPANY 


GLENDALE 4, CALIFORNIA 
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this is thejqiese 


that nets Feleletel-rmendenm me) 


A STREAMLINED PROMOTION of 2-color pages every month in leading 

Fishing Magazines continually reminds your customers of quality - 
controlled Gold Medal Seine Twine. Made from carefully spun, long staple 

cotton, this is the same twine used in Gold Medal Netting—famous 

for quality for 108 years. It ties right, hangs right—never kinks 

or twists—and fishes better and longer. Once a fisherman uses it, he 
comes back for more. So, for good customers—repeat customers 

stock and promote Gold Medal Seine Twine and you'll 


net yourself good volume and good profits. 


THE LINEN THREAD CO., ENC. (Successor to American Net ond Twine Company) 
418 GRAND STREET, PATERSON 1, N. J. + Chicogol0, Ill. + New York I7,.N.¥ 
Boston 10, Mass. * Baltimore 3, Md. * Philodelphic 6, Po. « San Francisco 5, Col. « Gloucester, Mass. 





a power mower for its convenience 
and labor-saving qualities,” he 
said, “do not like to be pulled 
along at a lope by a machine 
geared to one speed-——and that, ap- 
parently, a high speed 

The most popular price for 
power lawn mowers is approxi- 
mately $115 

Sam Speir Hardware Company 
also recommends the use of a wide 
machine, with an 18- or 20-inch 
blade, to the power lawn mower 
purchaser, “They are no harder to 
operate with the motor doing the 
work,” Mr. Haddow said, “than 
narrow machines. And yet they get 
the work done faster 

Selling for between $115 and 
$250, power lawn mowers are 
considered well worth advertising 
by this firm. They are advertised 
alone always, never in “ensemble” 
advertisements 

Heaviest advertising is carried 
during the spring and summer 
months 


Product Information 
(Continued from page 48) 
took that mower home, dismantled 
it to the extent necessary, put it 
back together and gave it every 
test I could think of. You might 
say I put that mower through the 
mill before we took on the line.” 
That, then, explains why Smith 
knew so much about his power 
mower. But his product knowl- 
edge, gained the hard way, doesn’t 
end with garden tools and equip- 
ment. He has specialized in hard- 
ware for more than half a century 
Last December 23 he had been 
selling hardware for 54 years, And 
that, of course, takes in related 

items like paint 

Let some manufacturer offer a 
new radiant heater and that heater 
goes to Smith’s home for dis- 
mantling and tests. The same or- 
deal awaits anything else me- 
chanical such as, for illustration, a 
revolving or mechanical lawn 
sprinkler. Smith takes a hoe and, 
to briefly describe his laboratory 
procedure, gives that hoe hell. He 
takes a rake, twists it, throws it 
around and tries to break the 
handle. That’s why he practically 
insists on second growth ash for 
the long handles of garden tools. 

Last summer his store stocked 
several types of hand propelled 
edgers. We ventured the opinion 
that “that one there” looked like 
it would do the best job, but 
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Have You Investigated the Many 
eo Advantages of Handling 


+h 


Our 1957 line? 


UFA 
= <g wat Tua, 
— foal ae ee 





ROTARY MOWER 








Se 


A SOUTHERN PRODUCT 
FOR SOUTHERN HOMES 


Quality Built 
FOR LONG LIFE 


America's Most Versatile Lawn Mower 


OUTSTANDING FEATURES: 


1. Light weight—air cooled, !!/2-2-HP 4 cycle gasoline 
engine supplies an abundance of power for cutting high 
or low grass and weeds. 

2. Heavy duty model has 2!/,-3-HP 4 cycle engine. 

3. A specially designed, heat treated spring steel blade 
cuts a swath 20 inches wide, no after trimming is 
necessary. Blade easily removed to sharpen. 

4. Vertical shaft has ball bearings sealed in grease at 
factory. 


5. Special adjustable feature permits raising or lowering 
of blade to desired height. Cutting range approximately 
one to three inches above ground. 

6. Four wheels with ball bearings, equipped with 10x2 
semi-pneumatic puncture proof tires. 

7. Blade fully protected on all four sides. 


PLUS OTHER FEATURES 


A few choice franchises available in the Southeast. Write, wire or phone 
for complete details. Southeastern sales record specks for itself. 


CLARK MANUFACTURING COMPANY 


Tel.: Atlanta, Ga. — CRescent 3361 


300 MELVILLE ROAD 


DECATUR, GEORGIA 


CLARK MANUFACTURING COMPANY, 300 Melville Road, DECATUR, GEORGIA 


Gentlemen: 


Please send descriptive folder and dealer franchise information on Clark Rotary Mowers. 


NAME 
ADDRESS 
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CITY STATE 





decision. He 
and began 
was bet- 
He had 


Smith vetoed the 

handed out another 
enumerating reasons it 
ter, for less money, too 
tried them all. 

As this is written in January 
Smith has a peculiar-looking new 
edger that is being offered by a 
manufacturer. This electric-pow- 
ered edger is not yet for sale be 
cause Smith hasn't tried it out. We 








BEAUTIFUL 


—— 
WALLRITE 
DESIGNS 


Featuring... 
LIGHTER, BRIGHTER “7oed” BACKGROUNDS 


Making 9 Wollrite 
winter 1950-51 to 
choice for every room in the house 


designs for fall and 
9 
give your customers a 





Stock al! these Wallrite design 
Write for FREE 

Advertising Matena 
OECORATED 

SUILOIHG PAPER 


& SONS, Inc. 


Temas 


FLEMING 


expressed curiosity as to how in 
the world one would get an edger 
of such shape to remove grass from 
along a walk 

“They claim it will,” said Smith 
He untied the canvas bag attached 
to the edger, pulled out a pamphlet 
and showed illustrations by the 
manufacturer of the doing 
multiple lawn duty 

“But,” he added, his 
conveying frank disbelief, 
tively would not say what thi 
edger will do because I don’t 
know. Until I do know I wouldn't 
sell one if I had a carload. Thi 
sample came in too late. Just have 
to wait until I some 
find out about this edger.” 

That’s how Smith gets product 
information the hard way. And 
that’s why he knows much 
about what he sells, and conveys 
what he knows with such convict 
tion. He even checks the se 
saw’s teeth, the balance of a ham 
mer, the mettle of steel in a hand 
Let something new be offered 
little veteran sales 
man is on it, suspicious, chal- 
lenging and doubtful. But if the 
product stands up, then he’s for 
it. And, perhaps even more im- 
portant, he knows why he’s for it 


edger 


inflection 
I pos! 


get to 


grass 


sO 


t ot a 


axe 
and this wiry 


really setl,” he 


FLowing all 


“You just can't 
comments with 
about a product 

“Now, if a man comes in w 
money in his hand, wants to buy 
something, is determined to buy 
what he wants and knows what 
he’s buying, that’s something else 
That's not selling. Selling is keep 
ing people from walking out of the 
store and going some place els¢ 
To do that you have to knew 
about the product.” 

What does this product know] 
edge do to Smith's personal sale 
volume? 

Shucks, I don’t know,” he con- 
fesses. “I used to keep track of my 
sales volume. But somehow it 
didn't seem to pay off. I can use 
my time to better advantage find 
ing out about the product.” 

And while he finds out about a 
product he stores up lots of othe: 
useful information. He is, it seems 
a bottomless well of facts. He will 
tell with conviction just when and 
how to plant grass seed. How deep 
to set a shrub. How many coats of 
what paint to use where. Just how 
a home mechanic should proceed 
on a certain job 


ith 


(Continued on page 84) 








Ship point pattern 


SANDVIK N° 280 
Taper Ground The Whole Width 


” 


meot tom 


Ree, oo 
TY ween aor case gh / 
i 


mo 


STEEL TELLS THE STORY! 


Yes, it’s steel . . . the finest SANDVIK 
Swedish Steel . . . that makes this tool 
the pride of the carpenter's tool chest. 
The very heart of all edged tools is 
the steel from which they are made, 
and with SANDVIK ‘Fish & Hook” 
Saws that important basic ingredient 
is the world’s finest steel for edged 
tools... 
steel. Keen edge? You can’t top it! 
What's more, in a SANDVIK Saw the 
edge lasts and lasts because the steel 


genuine Swedish charcoal 


is tough! 


To match such performance by the 
steel the SANDVIK #280 Hand Saw 


is balanced to meet exacting profes- 
sional requirements, and finished to 
win the acclaim of men who earn their 
living with fine tools as the finest 


The SANDVIK trade mark . . . the fa- 
mous “Fish & Hook” . . . on the blade 
of SANDVIK hand saws tells your cus- 
tomer this is the Swedish steel... and 


the saw .. . he wants to own. 





SANDVIK SAW & TOOL 


Division of Sandvik Steel, Inc. 


47 WARREN STREET, NEW YORK 7, W. Y. 
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THE REVERE WARE 
FAIR SHARE PLAN 


A Statement of Policy 
on the Distribution of Revere Ware 


As defense orders account for more stainless steel and copper there's going to be less 
Revere Ware. How much of the available supply will yow get? Our policy has always been for 
each customer, regardless of size, to receive his fair share of Revere Ware. This policy 
will continue as long as we are permitted to manufacture Revere Ware. 

To carry out this policy under present conditions we have inaugurated 
the Revere Fair Share Plan. Here's how it works 
We have taken the total dollar billings covering shipments of Revere Ware to each of our 
customers, for the first eleven months of 1950, and this figure will be divided by eleven, with the 
expectation that cach customer will receive approximately every thirty days, one-eleventh of 
his total dollar purchases during the first eleven months of 1950 
In other words, if a customer bought $11,000 from us during the first eleven months of dast 
year, he is entitled to monthly shipments in the amount of $1,000. It will be necessary for 
our Sales Department to select from his order enough of the available items to total $1,000 
This plan may not entirely meet your needs but we believe it assures 


you of your fair share of our production 


REVERE COPPER AND BRASS INCORPORATED 


Rome Manufacturing ( ompany Division 
Rome, N.Y. 


* 
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ESA Control Order 
Clamps Lid On Prices 


FURTHER step to check infla- 
tion was taken January 26th 
Economic Stabilization 
issued its long-awaited 
price control order. The order, 
which became effective immedi- 
ately, established ceiling prices for 
all commodities and services (ex- 
cept those specifically exempt) up- 
on the basis of prices in effect dur- 
ing the period from December 19 
1950 to January 25, 1951, inclusive 

The order is a lengthy one and 
wholesalers and retailers desiring 
further interpretation may obtain 
help from regional and district of- 
tices of the ESA listed below 

Briefly, the most important 
points of the price control order 
are as follows 

After the effective date of the 
order, no one shall sell or buy in 
the regular course of business o1 
trade any commodity or service at 
a price exceeding the ceiling price 
established by the regulation, re 


A 


as the 
Agency 


gardless of any contract or othe 
obligation 

The ceiling price for sale of a 
commodity or service is the high- 
est price at which you delivered it 
during the base period to a pur- 
chaser of the same class. If no 
actual delivery of the commodity 
or service was made during the 
base period, the ceiling price is the 
highest price at which you offered 
it for base period delivery to a 
purchaser of the same class 

The order contains lengthy rules 
whereby sellers can determine 
their ceilings on articles they did 
not deal in during the base period 
Generally, the rules call for the 
same percentage markup the selle 
applied to a comparative article 

There are a number of exemp- 
tions included in the regulation 
Among these are prices or rentals 
for real property; unprocessed 
farm products; rates or fees 
charged for professional services 


68 


or household effects by 
owner 

Of particular 
the order dealing 


a private 


the 
with 


importance is 
section of 
the records that must be preserved 
and the additional that 
must be prepared specifically for 
use in connection with price con 


records 


trol regulations 

These records can be divided in 
to two important 
the base period 


classifications 
records and cur 
rent records 

Base Period Records. You 
preserve and available for 
examination by director of 
stabilization how 
ing the prices charged by you for 
services which 


mus'* 
keep 

the 
price records 
the commodities o1 


you delivered or offered for de- 
livery during the base period, and 
also sufficient records to establish 
the latest net cost incurred by 
prior to the end of the base period 
in purchasing the commodities if 
you are a wholesaler or retailer 
In addition, on or before March 


1, 1951 you must prepare and pre- 


you 


a statement showing the 
categories in which you made de- 
liveries and offers for delivery 
during the base period. If you sold 
you must prepare and 
preserve a statement listing the 
services which delivered or 
offered to deliver 
period. 

On or before March 1, 1951 you 
must prepare and preserve a ceil 
ing list, showing the com 
modities in each category (listing 
each model, type, style and kind) 
delivered by you or offered for de- 
livery by you during the base 

The ceiling price list may 
to an attached price list or 
catalog. Retailers may satisfy this 
requirement by recording on pur- 
invoices including every 
model, type, style and kind, de- 
livered or offered for delivery by 
you during the base period, the 
price at which you sold or offered 
the commodities for delivery dur- 
ing the base period 

In addition to these records 
must erve a 
statement of customary price dif- 
ferentials for terms and conditions 


services, 


you 
during the base 


price 


pel iod 
refer 


chase 


you 


prepare and pre 


and classes of purchases 
which you had in effect during the 


base period 


of sale 





ESA Regional and District Offices 


REGION IV (Maryland, North 
Carolina, Virginia, West Virginia, 
District of Columbia). Office: 
Richmond, Va., 900 North Lom- 
bardy St. District Offices: Charles- 
ton, W. Va., 601 Virginia St. East: 
Charlotte, N. C., 500 West Trade 
St.: Baltimore, Md., 103 South 
Gay St.; District of Columbia, 310 
Sixth St., N. W. 

Region V (Alabama, Florida. 
Georgia, Mississippi, South Caro- 
lina, Tennessee. Office: Atlanta. 
Ga., 114 Marietta St.. N. W. Dis- 
trict Offices: Columbia. S. C., 1313 
Main St.; Memphis, Tenn., Marx 
& Bensdorf Building: Jackson. 
Miss., 407 West Capitol St.; Bir- 
mingham, Ala., 1814 Second Ave.; 
Jacksonville, Fla., 221 W. Adams. 


Region VI (Kentucky. Ohio). 


Office: Cleveland, Ohio, 1901 East 
13th St. District Offices: Cincin- 
nati, Ohio, 37-41 West Seventh 
St.: Detroit, Mich., Book Tower: 
Louisville, Ky., 307 South Fifth St. 

Region IX (Iowa, Kansas, Mis- 
souri, Nebraska). Office: Kansas 
City, Mo., 112 Ninth St. District 
offices: St. Louis, Mo., 314 North 
Broadway: Omaha, Nebr., 1516 
Harney St.: Des Moines, Iowa, 418 
Seventh St.; Wichita, Kans., 3234 
East Douglas St. 

Region X (Louisiana, Oklahoma, 
Arkansas, Texas). Office: Dallas, 
Tex., 3306 Main St. District of- 
fices: Little Rock, Ark., 555 Build- 
ing: Houston, Tex., 510 LaBanc 
St.: New Orleans, La., Standard 
Oil Building: Oklahoma City. 
Okla., 322 North Robinson St. 
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Current Records. You must pre- 
pare and keep availaole for ex- 
amination by the director of price 
stabilization for a period of two 
years, records of the kind which 
you customarily keep showing the 
prices you charge for the commodi- 
ties or services. In addition, you 
must prepare and preserve records 
indicating clearly the basis upon 
which you have determined the 
ceiling for any commodities or 
services not delivered by you nor 
offered for delivery during the 
base period. 

If you are a retailer, you are re- 
quired to preserve your purchase 
invoices and to record thereon 
both your initial selling price and 
the section of this regulation under 
which you have determined your 
ceiling price 

Any seller who has customarily 
given a purchaser a sales slip 
receipt or similar evidence of pur 
chase shall continue to do so. Upon 
request from a purchaser any sell 
er, regardless of previous custom 
shall give the purchaser a receipt 
showing the date, name and ad- 
dress of seller, the name of each 
commodity or service sold, and the 
price received for the service or 
commodity 

The price control regulation in- 
cludes provision for penalties for 
violations (violators can be fined 
$10,000 and sentenced to a year in 
jail). Also customers of violators 
can sue for treble damages as pro- 
vided for under the Defense Pro- 
duction Act of 1950 


. 


Bolt, Nut Manufacturers 
Ask Materials Allocation 


EMBERS OF the Bolts, Nuts 
M and Solid Rivets Industry 
Advisory Committee recommend- 
ed to the NPA recently that their 
industry be allocated materials 
needed in the manufacture of nuts, 
bolts and rivets to meet increasing 
defense demands 

Industry representatives said 
that they cannot obtain sufficient 
quantities of steel for the manu- 
facture of their products, which, 
they said, are vital to the defense 
program 

Committee members 
mended that the industry be per- 
mitted to keep on hand a 90-day 
working inventory of raw materi- 
als — particularly steel—as the 
minimum needed for plant opera- 
tions. 


recom- 


As these 








become scarce {. 
| 


--- BOLTS AND NUTS 
become more important! 





| ! HASN'T HAPPENED YET .. but you need only to 
read the newspapers to realize that curtailment in 


consumer goods production is just around the corner. 


This means that, (1) your lucrative profit on appli- 
ances will be reduced and, (2) your customers will 
look to you to keep the old houschold equipment 


in running condition. 


More repair work ‘requires more bolts, nuts and 
screws—so it’s our suggestion that you check up 
on your fastener stocks vow and prepare for the 
increased demand later. 

Lamson & Sessions will do everything possible to 
see that Lamson jobbers and their retailers are kept 


adequately supplied. 


The LAMSON & SESSIONS Ca. 


Genero! Offices: 1971 West 85th Street . Cleveland 2, Ohie 
Plants at Cleveland and Kent, Ohio + Chicago + Birmingham 


aarowARE 
wan ry 
Glu hardware, Sore, is — 


HOUSEHOLD REPAIR HEADQUARTERS 
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Wooster Brush Observes 
Century of Business .. 


In a banquet meeting attended by 
all employees, representatives of 
Wooster industries, and other guests, 
The Wooster Brush Company on 
January 25, 1951, celebrated the com- 
pletion of its first century of busi 
ness 

In the main address of the eve- 
ning, Clifford P. Foss, grandson of 
the firm’s founder, paid tribute to 
the enterprise of Adam Foss who, in 
the late 1840's set out on foot through 
the forests of Pennsylvania toward 
during his stay in 
Cincinnati that he attended a sale of 
unclaimed goods at the office of an 
express company. His purchase of a 
package, which turned out to be 
tarted him 
business of making | 
removal to Wooster! 


tinued his enterprise, and in 1 l Twenty-two represer 


Cincinnati. It was 


shipment of hog bristles, 


in the 


SSIRCO Holds Four-Day 
Sales Conference . . 
lished the concern 


a world-wide rep 


H. ANNIVERSARY —— 9% 


|THE WOOSTER BRUSH COMPANY-} 


: 1951 


Celebrating the Wooster Brush Company's 100th Anniversary. left to 
right: Mrs. H. S. Davis, Mrs. S. R. Welty, S. R. Welty, Mrs. O. H. Foss, 
Mrs. W. R. Foss, W. R. Foss, C. P. Foss, Mrs. C. P. Foss, Mrs. W. L. 
Thompson, Mrs. D. J. Foss, L. M. Rhodes, Miss Elma Shibley. and W. H. 
Mills. C. P. Foss, grandson of the firm's founder, addressed the meeting 


Keep 


Defer 


« 


Vasey Now David Round 
Sales Promotion Manager 


C 
nufactul 
in His func- 
tion will support the firm’s national 
sales activity in the fields of indus 
trial distribution, hardware al 
tomotive jobbing, mater 
handling, 
neering 
David Round products, which are 
sold in these markets, include chain 
hoists, trolleys, cranes, electric hoists, 
hoist chain, winches and crabs 


parts 


A 
ils 
l 


manufacturing and eng 
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A. W. DeArment, Champion 
DeArment Pres., Dies... - 


Almon W. DeArment, 63, presi- 
dent of the Champion DeArment 
Tool Co., Meadville, Penn., passed 
away December 3, 1950, following a 
series of heart attacks 

Mr. DeArment, in 1949, observed 
his 50th year in the tool business. He 
became associated with his father in 
the plant at the age of 13, operating 
a trip hammer after school hours. In 
1911 he became a partner in the busi- 
ness, and the company incorporated 
as the Champion DeArment Tool Co., 
in 1928, with Mr. DeArment as its 


A. W. DeArment 


president. He 

of Champion tools thro 
ish-American War and Work 
and II. 


igh t 


° 


A. E. Alverson, Prominent 
Hardware Figure, Dies .. 


sreenice 


T. Stran Jones Perishes 
In N. J. Railroad Wreck 


T. Stran Jones, eastern district 
manager for Nesco, Inc., Chicago, ILL, 
was killed in the Pennsylvania Rail- 
road wreck at Woodbridge, N. J., Feb- 
ruary 6, while en route to his home 
at Spring Lake, N. J. 


Mr. Jones, one of the housewares 
industry’s best-known figures, start- 
ed as a clerk in Nesco’s Baltimore 
city office in 1903, when he was 17 
years old. Shortly he was promoted 
to city manager of that office and 
then spent several years in the con 
pany’s executive offices on special 
assignment, leaving there to becom« 
head of the Pittsburgh sales office. In 
1930 he was named to the post of St 
Louis district manager and became 
eastern district manager last Septem 
ber, when he was transferred to New 
York 

Mr. Jones 
of the St 
a member 


was a charter member 
Louis Housewares Club and 


of the Missouri Athletic 


Club. He is survived by his widow 


ind a son, Farris Jones 


+. 


Krisbell to Represent 
Phoenix Table Mat Co. 


The Phoenix Table Mat Co., 1355 
N. Congress, Chicago, Ill., manufac 
turers of Aristo-Mat stove and utility 
mats, announces the appointment of 
Walter A. Krisbell, 774 E. Wesley 
Road, N.E., Atlanta, Ga., as its south 
eastern representative in the 
Alabama, Georgia, Florida 
Carolina and South Carolina 


states of 


North 





oo w® 
CRIMP BANK 


The sinkers shown above are dead 
for fresh and salt water 
Prices upon request 


y of 273 
y SARRAC Up,» / 
ei 


a 


SPLIT SHOT SINKERS 
i tin box. $ BE packed 


re 
‘ 
welve the Dox A 


CORK BALLS 


Made from 


nd shape. b 


2 


WRITE, WIRE or CALL 


your jobber today for 
information on this fast selling 


Write, wire or ca 
complete 
ne 


a eee 
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PYRAMID 


n @ complete 


fishing. Attractively pr 


We. Pisniwe TACKLE DEALER - 
GET OW TNE EAN OMAGON FOR MORE PROFITS - 
STOCK THE COMPLETE DARRACWIOA CME 


—({y 


ALMOND 


* sizes and weights 


EGG 


range 


ea to stimulate v me sales 


DuPont 


NYLON LEADER 


BARRACUDA MATERIAL 


\/ 


Barracuda 
STAINLESS STEEL 
LEADER WIRE 


f \ 


a5 FET 
| BARRAC UDA 
EVERBRITE J 


P 
sged env 
a - 


Barracuda Brand 


CASTING or TROLLING LEADERS 


Assembied wit sta © shee = 


BARRACUDA 


fFRane 





y packaged 


The Ingersoll Preducts Division 


operating plants at West Pullman, Il- 


Executive Personnel for 
New Ingersoll Divisions . 


SALES The following officers have been 
Uh named to manage the newly created 
FITS divisions of the Ingersoll Steel Divi- 


sion of the 
with the 
COMPLETE LINE 
of 


G&B 
WIRE FABRICS 


3org-Warner Corp., 310 


@ New ond Better 2” Poul- W. K. Eaton 
try Netting 


@ Easier to erect — Just linois and Kalamazoo, Michigan, will 


Hang It — No Stretching 
Longer lasting 18-34 go 
ot price of ordinary 20 
go. Galv-AFTER 

Greatest improvement in 
seame poultry wire in 50 yeors 


“= PERMA-GARD 


ol wi (DED 148 Se 


= . —— 


gant? 


@ Stiffer and Stronger — 
Wire hos greater tensile 
strength 
Galvanized After Weld 
ing — Lasts years longer 
— No burned intersec 
tions 
Flush trimmed at angle 
for smooth edges 

Also Galvanized Before 

Welded Fabric where longer 

life is not a factor 


HEX 


S. Michigan Ave.., 
two 


S. L. Ingersoll 


Chicago 4, Ill. The 


new divisions will be separate 


and distinct manufacturing units 


The Ingersoll Steel 
plant and 


Division, with 


general offices at New 


Castle, Ind., will be headed by Harold 


G 


Ingersoll as vice 
urer; 


Ingersoil as president, Stephen L 
president and treas- 
and A. P. Zetterberg, vice 


president and secretary 


have as its president, Robert S. Inge! 
soll, while W. K. Eaton will serve as 
vice president in charge of sales of 
Ingersoll implement manu 
facturers 

Other officers appointed are: J. A 
White, vice president and Chicago 
Works manager; R. A. Anderson, vice 
president and Kalamazoo works man 
ager; A. P. Zetterberg, secretary, and 
H. A. Schmeal, treasurer and assist 
ant secretary 

General sales offices of both divi 
sions will be located at 310 S. Michi 
gan Ave., Chicago 4, Illinois 


discs to 





YANKEE 


ai HanpyMAN 


@ Complete variety of 
both Light and Heavy 


Grades to suit every net- 
ting purpose 


HARDWARE 
CLOTH 


@ Full range of mesh — in 
cluding popular grades 
of Heavy Cloth to fit all 
applications 
Most modern equipment 
for hot dip galvanizing 
produces brighter faster 
selling fabric with long 
est life 


WIRE INSECT 
SCREENING 


In Three Price Classes 


@ Acme — Electro-Galvan 
ized Cheapest first cost 
@ Bronze — Bright and An 
tique High first cost buf 
longest life 
Pearl — Richly beautiful 
and durable. A plastic 
coated screening of ao 
medium price 
Most 
COMPLETE 
LINE OF 
WIRE FABRICS 
Made by One 
Manufacturer. 


THE 
GILBERT & BENNETT 
MFG. CO. 





H 


RATCHET 


Pa aa@ SCREW DRIVER 7 wre... 


ror IRHA 





+ This eye-catching window streamer FREE 


With each No. 2HW “Yankee-Handyman” 

Merchandiser for IRHA Hardware Week 

you get the attractive window streamer 

shown above. Displayed in your window 

it reminds passers-by that your store is the 

place to stop . . . and shop for big values 

during IRHA Hardware Week . . . and all 

through the year. No. 2HW holds 24 of 

these handy No. 2H Screw Drivers in less 

than a foot of counter space. Has color- 

ful band announcing the special low 

price of 39c. After April 21st the band 

can easily be removed if all the 
drivers are not sold. 

Make sure you have a good 

stock of this ‘““Yankee”’ Special 

for the big-selling Week. 

Order No. 2HW Merchan- 

diser from your jobber. 


YANKEE" TOOLS NOW PART OF 


a 


THE TOOL BOX OF THE WORLD 


NORTH BROS. MFG. CO. Philadelphia 33. Pa 
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YOU CAN GET DELIVERY 


ON THESE FAST MOVING ITEMS 
If You Order Now! 


Gem Dandy Deluxe and Standard Models 
churn up to 6 gallons of whole milk or 
cream. A real time and work-saver for 
the farm home. Heavy-duty, cool-run- 
ning motor. Adjustable, aluminum shaft 
and dasher. We are filling distributor's 
orders promptly, and you can get prompt 
delivery on these fast-selling, big profit 
items. Order today 


4 


DELUXE MODEL 
White motor. Switch in cord 
Recommended dealer cost $13.76 
Suggested retail price... $21.95 


STANDARD MODEL 
Black motor. No switch in cord 
Recommended dealer cost $12.32 
Suggested retail price... $18.95 


MODEL 4-OT churns 3 quarts of cream er Duragies containers sold sepa- 
whole milk. Heavy-duty, cool-running motor rately. 3- or S-gal. sizes 
Mixes most anything. Complete with jer 

ecommended dealer cost $1 Decler cost $1.80 
Seggested retail price 


ORDER TODAY FROM YOUR DISTRIBUTOR 
ALABAMA MANUFACTURING CO., Dept. A-189, Birmingham 3, Ala. 


EM DANDY 
GEM | CHURN 
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Butt Hinges by 
NATIONAL LOCK 


ANOTHER EXAMPLE OF 
NATIONAL LOCK’S COMPLETE 
LINE OF QUALITY-BUILT 


ASK YouR 
FAVORITE SUPPLIER! 


A65-O15 3-1/2" x 3-1/2 BALL TIP BUTT HINGE 


A wide selection of regular weight 
Butt Hinges and regular weight, 
Half Surface Butt Hinges... Both Ball 
Tip and Button Tip (with loose pins) 


Distinctive Hardware 


All from ] source 


NATIONAL LOCK COMPANY 


reocKFOR DBD, thLitnors 
MERCHANT SALES BIiVision 





the PROFIT 


feature 





| 


STAR | 
O Melyfles 


Here’s the high speed hack saw blade for 
everybody! STAR Molyflex has extra 
flexibility plus high speed cutting qual- 
ity that insures “STAR” performance 
even when the user is completely inex- 
perienced. Used in a frame STAR Moly- 
flex is shatterproof—cuts 23.8% more 
metal than the average of 

leading high speed flexi- 

bles tested. 


STEELRITE 
MARKING CRAYONS 
Packaged for counter sales. 
Marks on hot, cold, damp or 
grimy metals. Markings withstand pickling, 
do not affect enamel applications. 


GET THESE SELLING HELPS 
FROM YOUR JOBBER 


Clemson backs up a hard-hitting continu- 
ing advertising campaign in leading indus- 
trial papers with equally hard-hitting sales 
aids for you. Contact your jobber today for 
a supply of No. 166 Counter Display Cards, 
holding 10 Molyflex Blades; No. 45 Display 
Card that sells 3 Unbreakable Special Flexi- 
ble Blades at a time. Order fact-crammed 
Wall Charts and Metal Cutting booklets too. 


CLEMSON 


BROS., INC. 
Middletown, WN. Y., U.S.A. 
Makers of hand and power hack saw blades 


frames, metal cutting band saw biades a 
Clemson Lawn Machines 
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Bluefield Supply Plays 
Host to Manufacturers 


Bluefield Supply Co., Bluefield, 
West Virginia, and its 81 manufac- 
turers whose products it sells in an 
eight-state area, recently tried out a 
new wrinkle in sales promotion when 
they assembled for a four-day meet- 
ing at the Greenbrier Hotel in White 
Sulphur Springs 

Held in lieu of their usual separate 
annual sales meetings, the distribu- 
tor-manufacturer program was staged 
by the Bluefield Supply Co., and its 
four subsidiaries, operating 20 whole- 
sale and retail outlets in 18 cities in 
the two Virginias and Ohio, and sell- 
ing $25,900,000 worth of merchandise 
in 1950. 

Besides the manufacturers, the af- 
fair was attended by 146 salesmen, 
department heads and officials of the 
Bluefield Supply organization and its 
allied companies: Rish Equipment 
Co., a construction equipment con- 
cern with operations in six cities; 


At dinner 
in Bir 


arty during Stratton & Terstegge 
am, at head of the table, seated, left to right: James H. 


Dixie Appliance Company, wholesal- 
ers of household appliances; Clark 
Stores, a furniture chain with seven 
outlets; and Counts Automotive Sup- 
ply Company, another wholesale firm. 

So successful was the joint conven- 
tion that plans already are being 
discussed for a second similar gath- 
ering next year in the area served 
by Bluefield Supply’s sprawling or- 
ganization. 


. 


Stratton & Terstegge 
Outlines 1951 Plans 


Plans for 1951 were outlined to the 
staff of the southern branch of Strat- 
ton & Terstegge Co., Louisville, Ky., 
during a sales meeting in Birming- 
ham, December 15 and 16, by Wilton 
H. Terstegge, president of the com- 
pany 

Specialty men representing the five 
major lines carried by the branch 
in Birmingham were also on the pro- 
gram to explain their 1951 plans 


_ =<? 


‘s southern sales meeting 


Sanders, sales promotion manager: M. C. Hodapp, vice president: W. H. 
Terstegge, president; and W. A. Counts, southern sales manager 
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tnside 
cot porn 


pring fir-uf 
by CONSUMERS 





PATCHING 
PLASTER 
For cracks, holes, ond ~. z 
ol repoir, Mixes \ Viz 
white in cold water — x > : COVORETE 
knits to old plaster im- s R 
medictely. No sizing a . z PATCHER 
necessary. Pocked in beneral Repairing \ 
cortons and 3 from 
tote 4 Household Use 











ORDER FROM YOUR WHOLESALER. 


CONSUMERS GLUE CO. 


StS N. HADLEY ST $T. LOUIS 6. MO 











\ 
no play 


| 
ocnuaain | 
with AJAX | 


tr n AJAX 
with <b : 
{ Heavy 








door hinge 
MOST DEALERS 
PREFER ATLAS WICKS 


Our Glaswik, Flamemaster and Top 
Notch brands are preferred by more 
dealers In America then any other 
brand. The reason is based upon the 
fact that they are superior in quality 


and give greater satisfaction to the 
consumer 
SOLD EXCLUSIVELY THROUGH 
JOBBERS ; 


Order today or write 


| 





for detailed Ajax Hordware Mfg. Corp 


catalog information 4351 Valley Bivd. Los a eee 


NORTH WALES, PA. 
MAKERS OF GLASWIK, FLAMEMASTER, TOP NOTCH AND VICTORY WICKS 
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“UNIVERSAL” 
No. 543 


First to introduce new beauty and 
durability in long steel tapes with 
the Chrome-Clad “Leader 
Lufkin Leads Again by adding 
new and important features to 
the “Universal most popular 
among steel tapes with “Nubian 
finish lines—features that are 
bound to boost your sales volume 


T—Beautiful maroon-colored 
Vinylite covered case pro 
tects against water, stains and 
scuffs 

2— Aluminum side plates to add 
attractiveness and strength to 
case 

3— Recessed flush winding device 
adds to appearance pro 
vides a narrower, neater, less 
bulky tape that's easier to 
carry 

4— Jet black “Nubian” line with 
easy-to-read raised markings 
in clean, contrasting bright 
steel 

§— Stainless steel edge band, flush 
inset —securely fastens Vinyl 
ite cover—provides a beautiful 
finishing touch 

6— Larger push button easier to 
operate—casier on fingers 


There's good reason to order an 
ample supply of the new Lufkin 
Universal” Steel Tapes from your 
jobber when you show ‘em, 
you'll sell ‘em! 


Advertised To More Than 


40 Million Reader-Prospects! 
Every Lufkin ad in the Roto Sec 
tions of Leading Sunday News 
papers, Industrial Trade Papers 
and other Consumer Magazines 
reaches and directs more than 
40,000,000 reader-prospects to 
their Hardware or Tool Store. 
Tie-in with this promotion by 
prominently displaying Lufkin 
‘Tapes, Rules and Tape-Rules 
the line that promotes YOL 


TAPES + RULES 


PRECISION 
TOOLS 


14a 
THE LUFKIN RULE CO. 
SAGINAW, MICHIGAN + New York City + Berrie, Ont. 
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Mr. Terstegge announced also that 
a new five-story and full-basement 
building is being erected at the com- 
pany’s headquarters in Louisville, 
Ky., adding many thousands of 
square feet to the present Stratton & 
Terstegge facilities. 

The December sales meeting was 
conducted by J. H. Sanders of Louis- 
ville, sales promotion manager of 
S&T, and Mr. Counts. Speakers from 
the Louisville main office included 
Mr. Terstegge, M. V. Hodapp, vice 
president; L. R. Stevens, buyer, agri- 
cultural and housewares; and C. C. 
Ellis, buyer, cutlery, sporting goods 
and fishing tackle department 


* 


Cullum & Boren Elects 
Warlick Vice President 


The election of Charles E. Warlick 
as vice president in charge of pur- 
chasing has been announced by 
Cullum & Boren Co., Dallas, Texas, 
following a meeting of directors 


C. E. Warlick 


Starting as office boy while still 
in high school in 1921, Mr. Warlick 
has been continuously associated with 
the Cullum & Boren Co. for 30 years, 
with the exception of two years spent 
in the Army Medical Corps during 
World War II. He has progressively 
held positions in general office work, 
supervisor in charge of correspond- 
ence, catalog department, and final- 
ly, purchasing 


* 


Barker-Jennings Elects 
New Officers for 1951 . 


Barker-Jennings Hardware Corp., 
Lynchburg, Va., announces the elec- 
tion of the following officers for 1951: 
R. M. Barker, president; R. A. Noell, 
vice president; O. B. Barker, junior 
vice president; R. M. Barker, treas- 
urer; J. H. Nichols, secretary; W. W. 
Shackelford, assistant treasurer. 

Members of the board of directors 
include: R. M. Barker, R. A. Noell, 
O. B. Barker, Jr., J. H. Nichols, and 
E. E. Yoder. 
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CHENEY 


Atel Mate) fellate 
hammers 


Mr. Dealer: 


...use this pennant 


Are you using the new Cheney 
Nail Pennant? Dealers every- 
where are now finding that this 
bright, attractive, orange colored 
pennant that glows in the light 
is drawing attention to their 
Cheney Nailer displays on coun- 
ter, wall and cabinet. 

Stimulate your Cheney Nail Hold- 
ing Hammer sales and increase 
your profits with this new pen- 
nant. You'll find it in your carton 
of Cheney Nailers, packed com- 
plete with instructions, or write us 
direct, requesting your pennants. 


estas. tere 


weney CHENEY "fcr" 


Rivtae Faces. wo. ¥.. vs. & 





WRIGHT Galvanized Wire Strand on 6!/2" steel spools. 
A product of many uses—guy wire for radio and tele- 
vision antennae and many other installations where @ 
strong brace wire is needed—emergency repairs, bind- 
ing and strapping, temporary enclosures — electric 
fences, clothesline. 


Southern Representatives: 
—.t. Rug gy dD. Cc. 7 ee 
Avondele 


tawathicts ray +z - IN & S« Sow 
306 Cerondelet Bi » be. 


GE WRIGHT wiee co 


WORCESTER =s: MASS. 














HORIZONTAL 
JET 
SYSTEMS 


.. offer you a golden opportunity to “pump up your 
sales.” Sell the silence of Duro’s Horizontal Jet Sys- 
tems to your customers. Tell them how quietly and 
smoothly the Horizontal Jet Systems perform 

For deep or shallow wells, this compact, high ca 
pacity jet is renowned for its ease of installation .. . 
pressure and suction lines are readily accessible. 
Duro builds a com 
water systems 

FOR MORE INFORMATION ON DURO PROFIT 
MAKERS, WRITE TODAY FOR THE NEW DURO 
CATALOG! 


plete line of water sof.eners and 
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x : the Fishing 
Season! 


Are YOU ready to 
supply your trade? 


Check your stock...be sure 
it is complete...READY to 
take care of the demand. 


Refer to the 1951 Sutcliffe 
catalog for those “short” 
items...order NOW. 


Sutcliffe’s lists ONLY 
NATIONALLY ADVERTISED 
FISHING, HUNTING AND 
ATHLETIC EQUIPMENT. 


The brands your customers want. 


If you do not have the 1951 Sutcliffe 
Catalog write now for a free copy— 
mailed to recognized dealers only. 


THE 


SUTCLIFFE 


COMPANY, INC. 
LOUISVILLE 1,KENTUCKY 











E. C. Atkins Using New 
Circular Saw Display . 


E. C. Atkins & Company, Indianap- 
oplis, Ind., is now using a new circu- 
display with an attractive 


base St2” in 


lar saw 
blue plastic 
ind 4” high 
The 8” 
tooth wood cutting circular saw rests 
it the top of a lucite column rhe 
center hole is approximately 14” from 
table level. Although the display is 
ittached to an electrical outlet, the 
saw revolves on the axle at the top 
of the transparent without 
any apparent transmission of energy. 


diameter 


combination or variety 


column 


In addition to the Atkins trade 
mark, the copy on the saw reads, “A 
Perfect Saw for Every Purpose 


* 


Royal Introduces New 
Portable Barbecue Grill 


The Chattanooga 
Manufacturing Co., Chattanooga 6, 
renn., manufacturer of the Royal line, 
announces production of a new port- 
able barbecue grill, designed for us¢ 
indoors or out 

The grill folds neatly to 8 x 22 x 42 
inches for carrying in a car o1 
Finished in durable Sun-Glo baked 
on ename! to help prevent rusting or 


leterioration, the 


Implement & 


boat 


unit offers all-ste« 


78 


construction for strength without toc 
much weight 

Features of the unit include: a spe- 
cially designed grill to hold steaks or 
chops and offer room for a coffec 
pot; sturdy chrome-plated spit for 
roasts, chicken, pheasants o1 
game; two standard size wells 
white enamel pots for sauces or veg 
etables; wooden carving surface; and 
a large ash pan for easy emptying 

Three models are ailable 


small 


with 


now a\ 
o 


New Model Davis Mower 
Features Safety Clutch . 


The new 50/50 model power mow 
er, product of the G. W 
Richmond, Ind., is featuring the ex- 
clusive Flex-A-Matic safety clutch, 
simple to operate and in reality a 
V-belt automatic transmission 

The new safety clutch is 
eliminate the necessity for 
clutch-control lever and to bring ease 
and safety t 


said to 


a separate 
convenience power 


mowing 


Davis Corp., 





Clark Introduces 
New Rotary Mower 


Clark Manufacturing Co., 300 Mel- 
ville Road, Decatur, Ga., manufac- 
turers of rotary mowers since 1944, 
has introduced a new rotary mower 
that features quick starting, 
handling, and fine-clipped mulch thi: 
requires no raking 

Features of the new 
clude: light-weight, 
h.p., 4-cycle gasoline engine 
for cutting high or 
grass and heavy-duty model 


vith a 2! to 3 h.p., engine 


easy 


mower in 
air-cooled, 1% 
that sup- 
plies power low 
weeds: 
4-cvcle 
specially designed, heat treated spring 
steel blade that cuts a swatch 20 
inches wide and is easily removed for 
sharpening; vertical shaft with ball 
bearings sealed in grease at factory; 
special adjusting feature that permits 


raising or lowering of blade to de 
sired height, with cutting range ap- 
proximately one to three inches above 
ground; four wheels with ball bear- 
ings, equipped with 10 x 2 semi-pneu 
matic tire weld 
ed construction of chassis and han- 
speed of engine controlled by 
automatic governor, no throttle neces- 
sary; blade fully protected on all four 
sides, the manufacturer announced 

Designed for both light and heavy 
jobs, the new rotary mower cuts un- 
around shrubbery without 
lamaging it, it is claimed, and leave 
no weed or seed stalk standing. 

A few franchises are available in 
the Southeast 


puncture-proof 


dles; 


der and 
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Do Your WINDOWS 
Need Washing? 


| 


NOT when 
they are 


CELANESE 
Plastic Windows 


¢ Crystal Clear * Distinctive 
* Rugged ©* Serviceable 


ATLANTA 
ENVELOPE 
COMPANY 














SELLERS NOW! 


Swing and Well Chain 
First in the South 
with the finest. This 
chain is made of 
highest quality 
chain wire and 

then electro- 
plated of 
commercially 

pure zinc. A 
standard link and bet- 
ter formed. 


Flat Wire Tempered Broom Rakes 


The tines are of high carbon, tem- \ 
pered cold rolled flat wire, with round Y 

ed edge, 5 16” x .029. The tines are of 

one piece, interlocked into the frame of the 

neck, and cannot work loose. The combination 

is a ru wperd one that will give lengthy, satis 

factory service—and due to the one-piece construction, wi 

always r sabein its shape Packed 6 Heads to re-shipping carton 

The handle furnished is No. | hardwood, clear lacquer finish 
| x 42 Inches, packed 6 to a bundle. Combined shipping 


weight, 23 ibs. per dozen 


_ Galvanized Solid Clothesline 


© Pilable—Easy te handic. Smoothly relied 
Easily unretied 
© Non-Kink—wili mot splinter. Easy to 
clean. Will net sell clothes. 
© Non-streteh—will not stretch as other 
materials will 
} Package Units 
utes. 12 one (0, 75 or 100 ft) in re 
Makes easy Inventory—!nsures ful! 
a = ve Fen fies handling and stock contre 


“Serving the Jobber for 14 Years” 











Wire Products 


2715 North 24th St. 
P. ©. Box 5355 


Company 
Birminghom, Alc. 
N. Birmingham Stetios 


UGGED 
OBE 


| Woodruff LAWN SEED 


- -- because it grows better! 
--- because it’s adapted 








Southern Evergreen (for sunny areas)— 
a superior mixture that provides a healthy, 
rich lawn. 


Southern Shady (for shady areas)— 
Woodruft’s best Southern mixture for use 
where shade is heavy and growing conditions 
poor. 


Woodruff Seed for Better Lawns! 


él H. WOODRUFF su. 


eowers Main Office, Milford, Conn. 
Atlanta . Dallas 





STRATAFLO 


flex ible 
metal 
poppet 
4— 











ALL 
POSITION 


CHECK VALVE 


Patented Flexible Monel Metal Poppet, 
cannot leak. Quiet, sensitive operation. 
For cold or hot water or steam. 200 Ibs. 
pressure. Seven sizes. Ask for bulletin 204. 


order from 
your Jobber 
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777, Zay PRODUCTS, INC. 


FORT WAYNE |, INDIANA 





Why Do You See 
THIS EMBLEM 


PRECISION BUILT 
ALL PURPOSE 


CLINTON 


Al® COOLED 
ENGINE 


tHe ChNTON 
macnine Co 


we” on the ENGINE 
ma of So Many 
LEADING FARM IMPLEMENTS? 


FARM-EASY 








BACHTOLD 





(Ciinton Engines Are 
Standard Equipment On 
MORE THAN 70 BRANDS 
of Farm Implements and Garden Tractors) 


Because CLINTON 
is the World’s 
QUICKEST-STARTING 
MOST RELIABLE 
Small Gasoline Engine! 


SERVICE EVERYWHERE 





Gensco Offers New Bow 
Saws, Swedish Hinges . 


The Gensco Tool Division of Gen- 
eral Steel Warehouse Co., Inc., 1830 
North Kostner Ave., Chicago 39, IIL., 
has introduced a new line of Swedish 
made hinges, including ball bearing 
styles, ball and button tip butts, 
wrought steel butts with solid or re- 
movable pins, double action hinges 
and flaps. Butts are available in dull 
or bright chrome, dull or polished 
brass and prime coated, and in stand- 
ard American sizes and made to 
American specifications 


A 
i,| 


The manufacturer also announces 
the addition of three new saws with 
extended handles to its regular Swed 
ish bow saw line. In rigid frame bow 
saws, extended handles are available 
in 30” and 36” sizes. Gensco also fur 
nishes a 42” adjustable frame saw 
with the extended handle in 
clearance model 


a deep 











The new models are furnished with 
Bushmen imported Swedish blades, 
but are also available with Nord 
raker tooth blades 


° 


Red Devil Promotes New 
Al Painter Kit ... . 


Red Devil Tools, Irvington 11 
New Jersey, is now promoting it 
new No. Al Painter Kit with many 
point-of-sale helps 

The No. Al Painter Kit is : 
fully selected sampler of the 
Red Devil glass, paint and scraping 
tools, enclosed in an all-steel utility 
box with clasp lock and sturdy handle 
on top. Included are: No. 024 glass 
cutter, No. 0 cabinet scraper, No. 40 
wood scraper, No. 9 sandpaper hold 
er, No. 24 handy packer sandpaper 
(four grits), No. 13 Jag-Nife scraper, 
No. 21-2 box triangle points and driv 


ing tool, No. P23-1/4S putty knife, 
No. P-103 wall scraper, No. LS1 lu 
cite scraper, No. PH1 paint can hook, 
No. 7 utility box 


K-D Announces New 
“Fits-All’ Serewdriver 


K-D Manufacturing Co., Lancaster, 
Penn., announce a new Fits-All 
crewdriver, featuring a patented re 


versible bit that fi ill three types 
of screw slots 

One end of the bit fits all Phillip 
head type and Reed and Prince type 
crewheads Nos. 0 to 10. Opposite end 
Siotted screws 


three 


3/16” wide bit for 
Fluted brass handle 
smaller size standard blades, all cor- 
shaped and tempered The 


‘ < 
contain 


rectly 
screwdriver, 634” long, can be in 


rinted with two lines 
« 


Ajax Introduces Carded 
Hardware Items .. . 


The Ajax Hardware Manufactur 
Corp. of Lo Angels s, Cal., has 
mauced un r of its hardware 

i The first 
be released, mounted on 

ractive, colorful card, was the 

Handi-Hook, which has many uses 

in homes, offices and factories 
It was found that illustrations of 

and where the Handi-Hook 

ild be used would offer the jobber 


and dealer a sales stimulant 
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Draper-Maynard Issues 
Spring-Summer Catalog 


The new 1951 Spring and Summer 
catalog of The Draper-Maynard Com 
pany, athletic 
equipment, is now ready for distribu 
tion by wholesalers. Its 26 pages con 
tain full descriptions and illustrations 
of every item in the complete line of 
sports equipment, including the offi- 
cial “Little League” baseball equip- 
ment, Frank Parker tennis rackets, 
and the newest in baseball gloves and 
hinged catchers’ mitts. Several sug 
gested dealer assortments are pre 
sented in the book 


manufacturers of 


Hardware dealers may obtain the 
new catalog from any Draper-May- 
nard wholesaler, along with confiden 
tial price lists, or from The Draper 
Maynard Co., 4861 Spring Grove Ave., 
Cincinnati 32, Ohio. 


. 


Compact Display Unit for 
Tramp Garden Tools . . 


A new display for Trump garden 
tools has been developed by the Ani- 
mal Trap Company of America, Lit 
itz, Penn. The display, given free of 
charge to any Trump dealer, consists 


of a molded base into which the deal 
er places a Trump cultivator, trans 
planter, trowel, weed cutter and fork 
from his own stock 

An attractive three-color card, part 
of the display base, points up 
entire unit and makes it easy to iden 
tify each tool The 
occupies only a 9 x 5 inch space 
and is designed for either counter o1 


whol display 


Vindadow use 
° 


Pennsylvania Announces 
1951 Hand Lawn Mowers 


Pennsylvania Lawn Mower Div 
sion of American Chain & Cable Cx 
Inc., Camden 4, N. J., 
duction of its 1951 line of hand law: 
mowers 

The Great 
tubular steel 
five high carbon 


announces pr 


American model ha 
handle, rubber roller, 
crucible analy 








Complete Line of, 


POULTRY EQUIPMENT 


is PROFITABLE for every OAKES Dealer 


No. 3942-W Broiler Trough 


Oakes line is a preferred line. Preferred by poultrymen 


* everywhere because 


of the high quality, dependability 


and long life that is built into every OAKES product 
Every OAKES dealer stands to profit more beca use 


be offers more 


Thus customer confidence the kind that 


means additional sales is established 
See your OAKES jobber. Write for new catalog $56 


THE OAKES MANUFACTURING COMPANY 


—J BOX 131-0 


TIPTON, INDIANA Ne. 503 Waterer 








WITH SOUTH BEND’S 
Il Croquet Models 
You Can Sell Every 
Family Need! 


MODEL 736 





ME 
> XQ \ 
Cc °o 


\ PARENTS) 


A 





16 page, 2-color book— 
How To Play Croquet 
describes complete his- 

tory and rules of game — 

Se list. Quantity dis- 


counts to dealers 


SALES REPRESENTATIVES 
East~—Julius Levenson bast th Sa, N.Y 
South —- Louis Williams & Co., 4rd National 

Bank Bidg., Nashville, Tena 
Midwest—South Bend Toy Mtg., So. Bend, Ind 
Se. Calf. GS. Anderson Sales Company 

40 W. 10th Place, Los Angeles 15, Calif 
No. Calif.-Standard Toy Agencies & Missson, 

San Francisco, Calif 
Denver & Pac. N. W.-Leo Scherrer, 2840 W 

94rd St., Seattle Was! 
Expert — Affiliated Exporters, Inc 

s4th Sereet, New York City 
SOUTH BEND TOY MFG. CO. 

SOUTH BEND 23, INDIANA 


SOUTH BEND 


10 East 


AMERICA’S FAMILY GAME 
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[ ‘LASSIFI ED | DIETZ COMET 
GOT A ' , 
PROBLEM 


>? 
. a city hopping village or down- 


RETAIL STORE WANTED 


Moderate size located in good large 





town in smaller city not unde: 
10,000 in Texas. Give full details 
first letter Address Box 329 


Austin, Texas 


You Should Stock CHICAGO 
“Safety Plus” Screw Products 


CAP and SET SCREWS 
SOCKET SCREWS 
TAPER PINS*NUTS+STUDS 
THEY'RE QUALITY MADE o./ ~ 
TO BE TROUBLE FREE 





4 eieael 
They're better packaged for | . — tS 
easier stock room service. mCteO 
They’re a greater profit line 
for you to feature for 
replacement in ALL fields 


of manufacture, MW + : mace m a een The Little Red Lantern 


Specia 16 7-knife Meteor 


R mber to ask for Hcg vid ‘ 
CHICAGO “Safety Plus” % - is mat ’r cutting bent grasses with Instant Sales Appeal 


products from your ee en ee See eee wend Every home a prospect—and with the 
Sertuare Ghaibuten St po sg ee ele wife's OK. The kids will want their 
— e pede own, too. 

For fun, utility or civilian defense, few 

z ae edo — items offer the multiple sales ‘“‘umph" 
fv Sek ‘aus ab¥ ladies ieee dene On of the all purpose COMET LANTERN 
hedge ind wall Turned over t Handsome Display and Sales Helps free 


disc and plow walks, beds, etc 

eae R.E. DIETZ COMPANY 

. vf SLES syracuse 1, w. y. 
Fuller Offers Specials 
For Hardware Week . 


rrace 


crucible 


will 








THE CHICAGO SCREW COMPANY 








To increase hardware sales durin 


Hardware Week, the Fuller Tool Co., 
Inc, 905 Faile St., New York 59, N Ta: aldo 
y j offering t leale imb 


ot “Hardware Week Specia 


A Big Volume ltem! The specials are Fuller 


iver sets that have beet 


| I ales-tested and that have ro\ te 
0 - Ht = ee be the largest vclume-building iten 
the Fuller screw driver line. For 


in 


Formed steel detech Hardware Week, these selected set 
t t much les Popularity means profits, and Ta-pat-co boat 


able handle with a will be sold to dealers at 
stream-lined, smooth than wholesale cost, thus lowering cushions are @ perfect example of popularity 
running, level-wind the retail prices also 
Reel with strong Fuller advertisements, chedauled where. Ta-pat-co 
frame, bakelite sides for leading hardware r 
smooth gears, click ne , dealers full 
in x 11e1 lll 
control button with a 
capacity of 80 to 100 : 
yards line. wae has one tt oe pees a — They are filled with 
composition cor ri sy ~~, ; *nco 
pat yen ate An: New Java Kapok (6 
forward grip. 
Blades are special hi cork), covered with 
carbon, oil-tempered = soft leatherette, 
steel with hardened 
stee!| guides and tip 
top, finished in metal 
lic maroon ename! - P available in a varie 
with copper-plated ’ ty of attractive colors, with or without designs 
mountings. Available 
in 3/2’, # and 4/4 
lengths 


First choice of water sports enthusiasts every 


buoyant life-save 


cushions are top prof 


price | 
it items for dealers 


times as buoyant as 


heavy duck or strong 





viny! plastic and are 


Stock and sell al! Ta pat-co profit products 


Write us or see your jobber for details 





Ask your jobber or 
write for bulletin. 
THE AMERICAN PAD & TEXTILE CO 


PREMAX PRODUCTS © Lift Greenfield, Ohio 


DIVISION CHISHOLM-RYDER CO., INC. ss, i AVE VESTS BUOYANT CUSHIONS. SLEEPING 
SPORTS CLOTHING CAMP EQUIPMENT. HORSE 
AR PADS. TRACTOR SEAT CUSHIONS 








5123 Highland Ave., Niagara Falls, N. Y 
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chal gw! , [ea pat fio 


Ma es WITH THE CHILDREN 
he l then 


_ Cao Eline lity 


DAY TONA GEA 








UNBREAKABLE FRAME 


OF EXTRUDED MAGNESIUM 
F Air Fast Selling, @ Adjustable, Replace. BABYSITTERS will core for 
Nationally Advertised able Vial Units your eMiidves wile yeu outa, 


@ Available in 10 sizes © Beautifully Designed visit @ sightclub or take in o 
from 12 to 72 inches Accurate, Dependable show. 


. H. SCHAR® MFG. CO., OMAHA, NEBR. NURSERIES for the smaller 


children—competentiy manned 
by treined personne! 


Y You: / acura PLAYGROUNDS fully equipped, 


convenient to all 650 villas 


taking your chi n on 
tion. Ellinor 1 r 

" ‘ om t dern 

. « many specie! events for kitchens and all family furnishings 

Fy kiddies Free membership in the Or 





mond Beach Country Club—play « 
BABY BEDS, strollers, high championship golf course for greens 
BY SWING-A-WAY chairs, cimost any conveyance —y —ay. -y riding vost 
IN THE SELF-SERVICE ond convenience you con think bathing on Daytona Beach r or 
DISPLAY PACKAGE of . . better vecetions for plete resort facilities — recreation 
A complete inventory of you ond the little ones amusements and gorgeous sight 
Swing-A-Woy Con Open seeing. Make reservations early 
ers in Metallic Finish ond 
Brillient Colors 




















- 4 y . r ’ 
tT. 
+ ‘ = — - ‘ THE WORLD § LARGEST FAMKY RESORT 
ama \ ; re 49 DAYTONA BEACH 
© CHERRY RED 7 fee 
*LEMON YELLOW © 1GLOO WHITE acen LS huey 
SWING-A-WAY MFG. CO. 4100 BECK AVE a~ ; * ST. LOUIS, MO. . / 


Represe 








* MARSHALLTOWN TROWELS®* 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 




















— L«S LURES 


from this display board 


YOURS FOR JUST THE COST 


OF THE LURES ATTACHED 
List PRICE $2.95 LURES INCLUDED 
NO. 103 SIZE: 8's x 11 inches 
Models 55, 60 and 65 


L& S TROUT-MASTERS 
Indestructible Plastic Solt Woter Lures 


[he Cleveland Chain & Mf Co. ; WIM 
\ CHAIN FOR EVERY NEED Cleveland 5, Ohio BRADLEY, ILLINOIS 











EASIEST TO USE 


7 WANDSAWS + CROSSCUT SAWS+ CIRCULAR SAWS Silue iluer 
ny HACKSAWS + KEYHOLE SAWS S SAWS 
; ALL OTHER TYPES eel 
_ E. C. ATKINS AND COMPANY 


426 5S. tilinois $r., indianapolis 9, Indiana 
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Product Information 
(Continued from page 66) 


As a youth, Smith got his first 
job selling dolls. He was hired in 


the rush season specifically for the about everything I sell. Product 
function of selling dolls. But he information the hard way, I guess, 
didn’t sell a single doll. He didn’t but you got to have it to really 
know anything about dolls and, sell. That’s all there is to it,” he 
then, he didn’t know enough to declared. 

take a doll apart and find out 











ta pat PADS 


For every work horse and mule 
“The pad with the rust-proof 
red hooks” 


Tapat«co 


TRACTOR SEAT CUSHIONS 





For every tractor and farm 
implement seat. 


about dolls. 

From there he went to work for 
a combination hardware and im- 
plement dealer. In those days such 
dealers handled buggies. Remem- 
ber? 

Well, the boss in that store and 
the buggy got Smith started out 
right, digging out product infor- 
mation, Smith still recalls the in- 
cident vividly. 

First Lesson 
ac ” —— 7 Every log Parrish cuts yield: . 
Smith,” said the boss, “see that y yields some per 
buggy. I want you to find out all | ‘set Sew™ Ste “top grade” which re- 
uggy. 4 want you to . ceive the exclusive, permanent ‘'Supreme 
about that buggy. Take it apart. Finish"’. These are the finest salad bowls 
See how it’s made. See what it produced. 
has in it, what it’s made of. Put it Seme of the bowls turaed show miner 
back together. Take all the time defects. These ore called ‘‘off grade’’. 
you need. I don’t care if it takes ame Bg th ep long lived, fully serv- 
a : anaes ’ iceable and very saleable. The prices are 
COCKS. yo Oo 
you two weeks ] want you t tune Ghee tee “Gaaeins Eener” ane 
know all about that buggy. have much appecl to customers. ‘Liquid 

Smith says that was his most Proof" permanent finish for salad bowls 
valuable lesson in the art of sell- ond Paraffin for kitchen chopping bowls. 
ing More sales and faster turnover ore re- 

“That man taught me how to ported from merchants all over the coun- 
sell,” he comments. “I took that try. If you haven't stocked these fine, 
. L, - hs : - lied i] I so-called ‘'Off-Grade"’ bowls, and the 
buggy apart and stuc ie it until esetel Gute tn e ey™- 
knew all about it. Until I knew as You'll profit much by featuring them. 
much as anyone else in the estab- Send fer the casvent price tet, a> 





See your jobber or write us. 


THE AMERICAN PAD & TEXTILE CO. 
Greenfield, Ohio 


MAKERS OF FAMOUS TA-PAT-CO 
HORSE COLLAR PADS SINCE 188! 


lishment, We all knew all about count, and information thet can help you 

buggies. All about everything we do more business—profitebly. 

sold. Man alive, did we sell bug- 

gies! J SHEPHERD PARRISH COMPANY 
“I've kept it up ever since, find- "oueesea aan 

ing out all there was to know 














ENGINEERED QUALITY TOOLS SINCE 1919— at popular prices 


es *h 
* Mitre ieee 2nd so 


GREAT NECK SAW MFRS., INC. ae re putty unives +++ for the stars in our line 


MINEOLA, 


Nationally Advertised Products ynole sows * 
7 


* ke 
s 


\ sow frame 
< 


.* 
* 


nes 
nisels % tore oe 

Yo 
00 jock pione® 


mooth pie 


# circvlot w 


scrope’® 


ers ones 


* wall 


v 
screw or 


NEW YORK scratch © see your jobber 














ALL-ELECTRIC MODEL PH-5 





FOR GUARANTEED PROFITS 


Now SHOX-STOK, long a leading elec 
tric fence controller, matches its high 
quality with powerful silent salesmen for 
you—colorful store displays that make 


SHOX-STOK easier to sell than ever LIFE-LOK GIVES USERS UP TO 40 


Write for new 195! newspaper mats 
Battery and Electric Models 
Three models 


or wet batteries. Retail prices $12.95 4 BURKS has LIFE-LOK. 
and up _ Liberal discount. Handled by 
leading jobbers everywhere. Write for BURKS DEALER Proposition. 


fermi Seereentiee, Set Inc. DECATUR PUMP COMPANY 
yr uarantee ellington 


© SELF PRIMING 
* FULLY AUTOMATIC 


WATER SYSTEMS 


TO SELL 


more years of efficient water service— 


including one for dry It's plus value you can demonstrate. Only 


tt 
Ohio 35 ELK ST. DECATUR 70, HLL. 
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FARM EQUIPMENT 


806 Peachtree St., 
Section of SOUTHERN HARDWARE Atlanta 5, Ga. 


FAST SELLING 


BUILT PRODUCTS = 
FIRST IN THE FIELD FOR 111 YEARS! 


In “EMPIRE” built tillage tools, balance or 
“hang” is a perfected quality, resulting from 
“EMPIRE’s” century old experience making 
sweeps, shovels, teeth, etc. 


The scientific Isothermal heat treating process 
cushions shocks by imparting extra springi- 
ness and gives amazing freedom from break- 
age. The extra hard, fine grain steel structure 
takes a glass smooth finish for free scouring, 
lighter draft and longer wear. Farmers who 
know good tillage tools have preferred 
“EMPIRE” built products for five generations. 


THE EMPIRE PLOW Comprar 
“Tu Our Second Century Of Progress” 
CLEVELAND 27, OHIO 





New — Exclusive 


MICRO-FINE 


OIL FILTER CARTRIDGE 


(Genuine WISCONSIN Part No. RV-29) 


Every Wisconsin Air-Cooled Engine user represents a 
possible permanent customer for this new, exclusive 
MICRO-FINE Oil Filter Cartridge, especially designed 
for use on Wisconsin V-type Engines. It is the perfected 
result of many months of intensive engineering research 
and development. 


Sell your customers on the wisdom of replacing the Oil 
Filter Cartridge after each 50 to 100 hours of engine 
operation (depending on dust conditions). This operating 
policy will add MORE H.P. HOURS of dependable, trou- 
ble-free service to the life of the engine . . . and add 








steady repeat sales and profit for YOU! Only Wisconsin 
Oil Filter Cartridges use the new, MICRO- ry 
FINE Filter for super-fine oil filtration. ; et tte iF YOU HAD 

Suene X-RAY 


Designed for use on all 
V-Type, 4-Cylinder WIS- 
CONSIN Air-Cooled 
ENGINES. 





You would clearly see these WISCONSIN MICRO-FINE FILTER 
advantages 


1) Perfectly matched to the engine's oi! system, providing the 
best means for removing dirt, acids and filings from the oil 


(2) Scientifically combines two perfect filtering mediums 

VIRGIN COTTON and PLASTIC IMPREGNATED WOOD 
CELLULOSE . . . capable of handling final stage micron 
size (.000045") filtration! 

© Machined thread of cartridge and oil filter base match 
up for vibration-proof, leak-proof oi! seal 








WRITE WIRE OR PHONE YOUR WISCONSIN ENGINE DISTRIBUTOR FOR QUANTITY 
PRICES AND STOCK AVAILABILITY. INITIAL SUPPLY IS LIMITED SO ACT AT ONCE. 
YOU WILL BE AMAZED AT THE EXTREMELY LOW COMPETITIVE PRICE! 


MOST " 


Kenours << WISCONSIN MOTOR CORPORATION 


World's Largest Builders of Heavy-Duty Air-Cooled Engines 


MILWAUKEE 46, WISCONSIN 
7; ¢ 
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Efficiency Up. 


Costs Down in this 


Stock Control Plan 


\ HAT are the requirements 
W for building a $1,000,000 
volume? 

According to the owners of the 
A. W. Mitchell and Co, Inc., farm 
equipment dealers in Fredericks- 
burg, Va., which last year grossed 
more than $1,000,000 in sales and 
service, the keeping of detailed 
records is one of the basic factor 
required for business expansion 

“From the day we opened for 
business in 1932 we have kept de- 
tailed and accurate records of 
every item bought and sold, and 
we believe that this, in large part, 
is responsible for our success,” said 
Adelaide M. Reynolds, secretary- 
treasurer of the company. “Rec- 
ords are the only reliable guides in 
determining what is bringing in 
money and what isn’t.” 

The company keeps a detailed 
record of every farm machine 
bought and sold and what ad- 
justments have been made on it 
A perpetual inventory of parts al- 
so is kept and a detailed tire in- 
ventory always has been main- 
tained Every item that comes in 
or leaves this dealership and every 
complaint and subsequent adjust 
ment is recorded 


Company believes keeping of detailed and accurate records is partly 

















max W. MITCHELL & CO., INC. 











Customer's 


Order No 
Name 


Address 








A file is maintained of order forms, such as shown above. They 
often disclose the sale of some item which has not been posted 


Sales tickets are numbered and 
even voided tickets are accounted 
for by number as the daily post- 
ngs go into the journal alongsid 
the customer's name. The record 
includes sales price and cost price 
in adjoining column o that the 
margin can be quickly determined 

record also note the dat 
customer's name and the 
price of the item sold 

The item sold is deduct 
mediately from the invento: 
the customer's account } 
with the item. At the er 
month total sales are pe ted 
ales journal and total cost 
ducted from the inventory 
inventory control provide 
curate check on merchand 


responsible for its success. Greater efficiency is the end result hand and what has been sold 
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Similarly, all invoices received 
are checked with the purchase 
order and approved by the buyer 
The invoices then go to a clerk 
who pays the bills. Prepaid dis- 
counts are taken advantage of, and 
the check number is recorded on 
the statement. 

These go on to the bookkeeper: 
who posts separate records for 
farm machinery. These comprise 
the basis for inventory from which 
all sales are deducted. Physical and 
book inventory must balance. 

A complete operation and finan- 
cial statement is made up by the 
bookkeeper and turned over to A 
W. Mitchell, president, by the 10th 
of the month following the month 
completed. This records not only 
profit for the past month, but de- 
tails the profit or loss on each 
item. Expenses are detailed in the 
same way. 

No farm machine is ever sold 
without a written order from the 
customer which, in turn, is filed 
It has happened in past inventory- 
takings that a machine has been 
found missing. The order file dis- 
closed the sale of the item when 
a posting of the sale was over- 
looked in error. 

Keeping a running inventory of 
$100,000 worth of parts prevents 
overstocking and understocking, 
and discloses errors in buying 
Where there is an overstock of 
parts which are not returnable, 
they are not placed on special sale 
but are kept in bins at their regu- 
lar sale prices for customers with 
old equipment who will be calling 
for those parts from time to time 

Minimums are established on 
the control cards for each item 
and when balances approach these 
minimums, the parts inventory 
clerk notifies the parts manager 


No charges are allowed until 
the farmer's credit has been 
checked by the credit manager. 
The company maintains three 
lists of customers: those whose 
credit is satisfactory, customers 
whose credit is doubtful, and a 
list of those who can obtain no 
credit. At left, Miss Adelaide 
M, Reynolds, secretary-treas- 
urer, interviews a customer ap- 
plying for credit 


USED CAR RECORD 
S RECORE 


Used Machine Reeora 


| RRR 








Watching the control card over an 
extended period will aid in better 
buying, since an item in demand 
that requires constant recording 
can be bought in larger quantities 
for which better discounts will be 
obtained 

The company makes it a point to 
purchase and stock up parts pre- 
seasonally at pre-seasonal prices 
This assures having the needed 
parts on hand when they will be 
in demand, and at the advantage 
of special discounts 

An accurate record is kept on all 
adjustments made on new farm 
machinery sold to a customer 
Confusion sometimes arises in a 
customer's mind as to what is due 
him in the warranty period. Tick- 
ets with all data on adjustments 


made are given to the customer, 


and duplicate records are kept on 
file. In this way claims may read- 
ily be checked against the record 
—to the satisfaction of the cus- 
tomer and Mitchell's. 

“Now it does happen once in a 
great while that someone is not 
satisfied with a farm machine that 
he has bought despite the adjust- 
ments and efforts made to satisfy 
the customer. In cases like that, we 
make it a policy to satisfy the cus- 
tomer even if it puts us in a hole,” 
said Miss Reynolds 

She cited an example. A farmer 
bought a tractor and allied farm 
equipment and did not feel satis- 
fied with the way the tractor was 
operating. Though the tractor had 
been checked thoroughly in the 
field and was believed to be op- 

(Continued on page 110) 
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How new research foundry 
creates better IH castings 


A report to you about men and machines 


that help maintain International Harvester leadership 


Million-dollar Research Foundry, IH college of casting 
knowledge, has a two-fold objective: 1. To improve foundry 
techniques. 2. To develop skilled foundrymen. This ultra- 
modern direct-arc electric furnace helps to make the IH re- 
search foundry one of the largest and most completely mech- 
anized research foundries in America. 


College men get calluses and competence by working at 
every job in the IH research foundry. This firsthand knowl 
edge of foundry methods helps these young engineers use 
their scientific training to solve practical problems. Some of 
these trainees will make research their career others will 
put their know-how to work in the ten IH foundries. 


Sand technician tests molding mixes by the hundreds to find 
the perfect formula. He uses delicate instruments in the mod- 
ern foundry laboratory to measure differences in strength and 
moisture transfer of look-alike sand mixtures. His recommen 
dations can mean the difference between molds which pro- 
duce poor or perfect castings. 


IH researchers test rather than guess. Here's a foundry 
trainee checking the strength of an IH casting. His arsenal 
of testing equipment includes a million-volt x-ray, an elec- 
tron microscope, and countless other scientific devices. It 
makes possible the collection and correlation of facts needed 


to create better gray and malleable iron castings 


INTERNATIONAL HARVESTER 


International Harvester Company, Chicago 1, Illinois 


Legy 
international Harvester Builds McCormick Farm Equipment and Farmall Tractors sy 


ay 


Motor Trucks .. ee 
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S. R. Hughston, center, 
manager of Lauder- 
dale Tractor Co. 
watches an operator 
fill one of the com- 
Pany’s tractors with 
nitrogen from a field 
trailer. which is also 
used to _ transport 
chemicals to distant 
fields 


Use of anhydrous ammonia 


opens new opportunities 


for equipment sales 


gener USE of chemicals for con- 
trolling weeds and insects and 


for restoring 
has been an 


fertility to the soil 
important step for- 
ward for Southern agriculture 

And as improvements have been 
made in implements and _tech- 
niques for plowing, planting and 
cultivating, there have been sim- 
ilar improvements advanced for 
the handling of chemicals for pur- 
ranging from clearing the 
land to storing the harvested crop 

The use of chemicals on farms 
has opened new opportunities for 
dealers for the sale of additional 
equipment. For example, anhy- 
drous ammonia, a liquid fertilizer 
was introduced to Mid-South farm- 
ers in 1947 and since that time has 
found a wide-spread 
At the present time, large acreages 
of cotton, corn, small grain and 
pasture land are being fertilized in 
this modern manner 

The fertilizer was just 
ning to receive notice in the area 
around Ripley, Tenn., in 1948 
when S. R. Hughston, manager of 
the Lauderdale Tractor Co., ob- 


poses 


acceptance 


begin- 


90 


Hughston gives instructions to one of his custom 
applicator outfits as it prepares for a custom job 


the liquid 
purposes in co- 


tained two carloads of 
for experimental 
operation with F. H. Paschal, coun- 
ty agent 

Hughston equipped several trac 
tors with tank plows that 
would inject the gas under the 
ground and offered to apply the 
fertilizer on a custom allo- 
cating no than 50 acres to 
any one that 
farmers in the area would have an 
opportunity to try it. The liquid 
was applied to ground for cotton 


and 


basis 
more 


customer so more 


corn, grain sorphum and pastures 
One carload was sold in 1948 and 
to show the acceptance of the 
product, the company’s sales dur- 
ing 1950 were expected to amount 
to more than 15 carloads 
Pioneering this product in this 
area of Tennessee not only ha 


proved profitable as an independ- 
ent operation, but also has proven 
to be a potent factor in tractor and 
implement according to 
Hughston 

When using anhydrous ammonia 
as a fertilizer, inject the 
liquid directly into the soil, four to 
below the surface. This 
tractor- 


selling 


farmers 


six inches 
i usually done with 
mounted equipment consisting of a 
110-gallon pressure tank with the 
proper fittings, a regulating de- 
vice, one or more applicators, and 
am- 
the 


are 


a special hose to carry the 
monia from the 
applicators, The 
sharp, narrow that cut 
through the earth so that the 
nozzles in them will deposit the 
ammonia at the desired depth 
(Continued on page 112) 


regulator to 
applicators 


shovels 
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ws aa jell him take vont 
“Dp NRLEM sont of FARM/: 
me, 


tet ee 
IA Heit WILL DO THE TRICK!4 


It takes more than fancy words to sell the farm trade 
today. They want facts they want to know what 
they can actually get out of the things they buy 
That's the nice thing about “Red-Hed” Farm Eleva- 
tors, Corn Shellers and Hammer Mills. You not 
only have three of the most popular time and 
money savers on the farm but dozens of fea- 

tures that put them in a class by themselves 

Help your farm trade take the problems out 

of farming with the Harvey line you'll 

have no proble ms selling them. See your 

Harvey Distributor right away 








“"Red-Hed'’ CORN SHELLER 





> HARVEY 
HARVEY ""Red-Hed” 


er 4 IN 1 FARM ELEVATORS 
HAMMER MILLS ii} What about these features as a sales 


clincher This farm clevator handles 

anything from small grain to baled hay 

» duc to its 4 position adjustment husky 
chain with bind-prooef cleats has a repu- 

Here are sales features for you tation of toughness and strength moves 
® One-third faster grinding duc to extra lare casily anywhere—casily adjusted folds 
reen area and super, high-powered blower fan up for storage m 20 ft. shed well 
balanced for casy moving table and 





® Grinds grain with 8O to 280 feed smashing 


blows a second elevator can be shoved right into a crib 


door There are dozens of features like 
® Powerlul Rotor is precision balanced and thi 
runs smoothly on anti-friction bearings 


® Makes 4 bushels of feed equal 5 in feed value 


Write Farm Tools, Inc. for name and address 
of nearest Farm Tools, Inc. Farm Implement 
and Harvey Line Distributor. 
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New officials of the Mid-South 
Farm Equipment Association 
are (left to right): Harry R. 
Wieman, Stuttgart, Ark., sec- 
ond vice president; Paul H. 
Watson, Greenville, Miss., first 
vice president; J. Sterling In- 
man, general manager of Hin- 
ton & Hutton Implement Co., 
in Memphis, president: L. H. 
Polk, West Memphis, Ark., 
director; and George K. Wade, 
Greenwood, Miss., director 


Mid-South Convention 


ROBLEMS of merchandise and 
caer geared to the gov- 
ernment’s all-out defense program 
were threshed by members of the 
Mid-South Farm Equipment As- 
sociation at the annual convention 
and show in Memphis, Tenn., Jan 
17-18. 

The convention 
tion’s ninth—was attended by 450 
dealers and members 
The association has a membership 
of 417 in Tennessee, Mississippi 
and Arkansas 

Leading off on the convention 
theme, “Today Challenge 
George L. Gillette, vice president 
of Minneapolis-Moline Co., Minne 
apolis, Minn., urged dealers to put 
more emphasis on their 
ventory as _ production 
equipment ts cut 

Gillette, who headed 
Machinery Division of 
Production Board during World 
War II, also urged dealers to “sell 
the goods that are available dur- 
ing this present half-war situation 

“Sell your trade-ins promptly 
Stress service, sales promotion, 
advertising and demonstrations 
and expect the unexpected,” Gill- 
ette advised. 

J. K. Garner of Greenwood, 
Miss., retiring president who also 
heads the National Retail Farm 
Equipment Association, under- 
lined the growing manpower prob- 
lem in his report. “Older men left 
on the farm will need more ma- 


the 


assocla- 


associate 


parts in- 
of new 


the Farm 
the War 


92 


the larger 
boys go into the 
reminded 

the manpowel! 
Lassetter of 


Progressive 


chines to produce 
crops after their 
armed forces,” he 
Also analyzing 
problem, W. C 
Memphis, editor of 
Farmer, urged dealers to take an 
active role in gearing farm wages 
to mechanization profits. Highe1 
better housing will 
farm from 
he declared 


and 
many 


wages 
keep 
moving to 
Charles J 
manager ol 
Implement and 
Co., Owatonna 
dealers to 
benefits to their em 
play a battle in 
competition with war industries 
‘A majority of the strikes set- 
tled in the nation in the last yea 
have not the basis of 
but on security benefits 
“Whether it’s for 
good or bad, security is uppermost 
today in the mind of the worker 
Other featured speakers in- 
cluded 
Tom J. Johnson of the Mississip- 
pi State College Extension Serv- 
who discussed “Today's Chal- 
lenge to the Present Tractor Situa- 
tion”; Briant Sando, president of 
Sando Co., Orange, Calif., who 
stressed aggressive sales tech- 
nique; Arthur N. Ekstrand, execu- 
tive vice president of Farm Equip 
ment Acceptance Corp., Peoria 
Ill., who explained the deale 


laborers 
the city 
Bailey, general 
Federated Mu 
Hardware 
Minn 
bring 


ance 
V ised 
security 


ployees or losing 


been on f 
wages, 


Bailey asserted 


ice 


plan inaugurated in 
Floyd Sherrod, vice presi- 
director of public rela- 
Road Builders Equip 
ment Co.. Memphis, who warned 
of statism and socialism as chal- 
lenges to private business and our 
way of life; and William R. Noble, 
N.R. F.E.A representative in 
Washington 

Short 
problems in 


financing 
Illinois; 
dent and 
tions for 


discussions of dealer 
management of me! 
chandise were given by Holmes B 
Nashville, Tenn., and S 
R. Hughston, Ripley, Tenn., while 
management of men was discussed 
by M. H. Maddox, Jackson, Tenn 
Faber A. White, Osceola, Ark., and 
Harold D Keller Dyersburg, 
Tenn 

J. Sterling Inman of Memphis 
general manager of the three 
stores of Hinton & Hutton Imple- 
ment Co was elevated to the 
presidency, succeeding Garner 
Elected first vice president was 
Paul H. Watson, Greenville, Miss 
Harry R. Wieman, Stuttgart, Ark.., 
was elected second vice president 
Graham McDonald, Memphis, is 
full-time secretary-treasurer 

George K. Wade. 
Miss., and L. H, Polk, West Mem- 
phis, Ark., new directors 
elected for three-year terms. Hold- 
over directors include J. E. John- 
son, Greenwood, Miss., Bob Lee 
Smith, Blytheville, Ark. M. H 
Maddox, Jackson, Tenn., and Earl 
E. Kirk, Paragould, Ark. 


Squires, 


Greenwood, 


are 
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Practically every community had one— 
the man with a “green thumb.” 

He could make 'most any kind of plant 
thrive anywhere. 

“Making things grow just comes naturally 
for John,” “He 
plants in the light of the moon,” w hile others 
maintained that he performed this task in 


folks agreed. Some said, 


the dark of the moon. 

But what most of them overlooked was 
that “John” simply had the knack for get- 
ting things done at the right time—in the 
right way. 

Nowadays, the “green thumb” comes 
naturally to farmers who have outfitted their 


COMES 
NATURALLY 
NOWADAYS! 


farms with modern equipment . . . their 
crops get off to a fast start and produce 
bumper yields, because now they, too, can 
get their work done at the right time—in 


the right way 


Today, hundreds of thousands of John 
Deere equipment owners all over the country 
enjoy the benefits of farming with modern 
machinery. They do more work easier 

better .. . faster than ever before. Production 
costs are lower ... profits are greater. Most 
important, granaries, cribs, haymows, and 
storehouses across the nation are bulging 
at harvest time. Truly, this is work of the 


“green thumb” at its best! 


JOHN DEERE 


MOLINE @ ILLINOIS 


o¥™, Fee, 








ay 
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Mn THAN 400 dealers at- 
tended the seventh annual 
convention of the Virginia Farn 
Equipment Association, held Jan 
uary 24-26 in Richmond, Va 

They heard talks on how to plan 
for permanent profit, how better 
bookkeeping means better credit 
collections, how to solve local 
bookkeeping problems, how to sel 
more farm equipment at more ne 
profit how to. increase ale 
through co-operation with 
projects, how to increase p! 
with voca 


maintenance 


+ 


through 
tional school 
programs and 
standing of 
the importance of achieving bette1 


co-operation 
tractor 
through an under 
soil conservation, and 
relations between manufacture 
and dealers with regard to factory 
warranties and defective part 

Other talks had to do 
Where Are We Heading? 
Challenge to Associations’ 
‘Rubber Merchandising in Today’s 
Market”; “The Spirit of Selling,’ 
and “The Impact of Mechanized 
Farming.” 


dav’s 


Speakers for the three-day con- 
vention included: R. C. Cropper, 
president, Farm Equipment Whole- 
salers Association, Macon, Ga.; 
Gene Walrath, credit manager 
John Deere Plow Company, Syra- 
cuse, N. Y.; J. J. Fairbank, Jr 
president, Fairbank, Knapp and 
Company (CPA Richmond; J 
Archer Kiss manage- 
ment counselor, Chicago; 
Turner, associate state 
agent, Blacksburg, Va.: 
assistant State supervisor, Virgini 
State Board of Agriculture, Ricl 
mond: R. L. Woodward, Jr., Wood 
ward Farm Equipment Company 


sales and 


nia 
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New officials of the 
Virginia Farm 
Equipment Associa- 
tion are, left to 
right, John E. Reid, 
vice president and 
Dan C. Stickley. 
president. Herman 
B. Stine was named 
secretary ~. treasur- 
er of the organiza- 
tion 


The South today is “the last 
stronghold of an agrarian civiliza- 
tion as we have known it in this 
country,” Dr. Sanders declared 
But, he said, this section is lag- 
ging far behind the North and the 
West in utilizing the efficiency of 
machines to produce better in- 
comes and a higher standard of 
living ou the farm 

Dan C. Stickley, J. O. Stickley 
and Sons, Inc., Harrisonburg, was 
elected president of the 
tion, being elevated from the vice- 
presidency, which post he had held 
for the past year 

John E. Reid, Farm Service 
Company, Lynchburg, was chosen 
vice-president. He had been secre- 
tary and treasurer, in which post 
he was succeeded by Herman B 


assocla- 


VIRGINIA CONVENTION 


Suffolk, and Virginia 
Virginia Farm Equipment Associa- 
tion; J. C. Dykes, assistant chief 
Soil Conservation Commission 
United States Departiment of Agri- 
Washington, D. C.; Guy 
nanager, re- 
the B. F 
Akron, Ohio 
William Crean, Lu Sales Insti- 
tute, Boston, Ma Paul Leon 


editor, ‘ Souther? 


president 


culture 
Dundaker, general 
sal >, 


tire 
Sompany 


placement 
Goodrich (¢ 


Sanders, 
Planter, Richmo 


president 


» South must f 
farming 


better in- 


of mecnanizea 
prod 1Cc¢ 
comes and a higher standard of 
living, Dr. Sanders told the as- 
sembled equipment dealet 

He told the de 


population has declined as 


techniques to 


legates that farm 
educa 
scientific research and ma 
enabled farms to pro 
iew- 


tion, 
chines have 
duce more commodities with 
er persons 

But he wal 


indefinitely to draw out 


‘ 


ned we canno 
continue 
the best 
girls into the citi like 
a flame, in quest of opportunity 
Rather, he 
opportunities should be 
on the farm to hold skilled youth 
who will be ablk to 
mechanized farming 
Southern farm life 
“more lucrative and attrac- 
tive’ so that the farmer's standard 
of living may that of hi 
cousin,” he 


and 


moths to 


trained farm boys 


1 
dadeciarea ncreasea 


developed 
perfect 


must be 


made 


equal 


city said 


Stine, Lupton Orchard Service, 
Winchester 
Robert 
Store, Mount 
national 


visory 


Murphy Seed 
continues as 
the ad- 
council remains the same, 
members: E. W. Davis, 
Truck and Equipment 
A. W. Buhr- 
Sons, Inc., 
White- 
Harrisonburg 
Murphy 


Murphy, 
Holly 
counselor, and 
having as 
Lynchburg 
Company, Lynchburg 
man, Buhrman and 
Richmond; Frank Whitesel 
el Brothers 
Robert Murphy 
Store, Mount Holly 

Directors are a follows: P. ¢ 
Adams, Bradshaw's Garage, Burke- 
ville; I. H. Baker, Baker Brothers 
Inc., Roanoke E. M Higgin- 
botham Higginbotham Supply 
Company, Lynchburg; G. N. Cocke 
Gretna Tractor and Implement 
Company, Gretna; Murphy Hoff- 
man, Hoffman Implement Service 
Culpepper; Charles E. Hose, Day- 
ton Farm Supply Company, Day- 
ton; F. M. King, M. S. Chancellor, 
Fredericksburg; R. C. Marshall 
McIntyre Implement Company 
Richmond; J. Kent Martin, Food 
Company, Inc., Norfolk: A. W 
Mitchell, A. W. Mitchell and Com- 
pany, Fredericksburg: Jame T 
Moore, Browning Equipment Com 

ny, Culpepper; J. Ernest Pitt- 
an, Southside Motor Company, 
Wakefield; E. E. Redmond, Red- 
mond Implement Company, Rich- 
Robert Ritchie, Ritchie's 
Hardware, Petersburg: G. Carl 
Steinhardt, Steinhardt Equipment 
Company, Franklin, and Herman 
B. Stine, Lupton Orchard Service, 
Winchester 


and 
Seed 


mond 
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power hatches new sales! 





LAUSON FARM POWER MEANS SALES POWER! 


Power mowers, garden tractors and other farm equipment toke on new acceptability — 
new precision performance with famous Lavson “Engineered Power". From 1 to 5'2 H. P. 
— these finer engines deliver cooler running, longer-lasting operation — a 


valuable sales asset for any equipment. 





LAUSON IS A NAME KNOWN TO MILLIONS! 


From power mowers, sprayers, pumps and generators to outboard motors — the famous Lewsen 
name is carried to almost 20 million consumers! The man who buys, respects and recognizes 
+ 


Lavson power as the best in the field — a powerful sales tool for you! 


OUTBOARD MOTORS 
LAUSON VERSATILITY MEANS 


MORE REPLACEMENT BUSINESS! 


Dealers who supply Lauvson power report : 
amazing satisfaction — great acceptance for PORTABLE oe ENGINES 
Lauson’s trouble-free, dependable performance. A : 

S o 


Why net write today for full details on Lavson The Lauson Company 
New Holstein, Wis., Division of Hort Carter Company 


engineering — and sales advantages! 
In Caneda: Hart-Emerson, Winnipeg, Conede 
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Now... give your customers exactly the rake they want 


offering a choice of TWO 


NEw [pea 
Delivery Rakes 


gives you a DOUBLE ADVANTAGE 


Th N There's no doubt about it—farmers everywhere are talking 
€ eW about New Ipea Hay Making Equipment. Not only talking 
about it, but buying it. 


NzEw [pea | 
. . . and now New Ipea Dealers are in a better position to 


No. 45-G get a larger share of the hay tool business with a choice of 


Cid D i R k two side delivery rakes and a mower with either mechanical 
€ € ive q e or hydraulic cutter bar lift. Why not write for complete details? 


TELL 
“a rs, 





The New lpea No. 45-G Rake is strictly for use 
with tractor. Has rubber tires, enclosed gear 
case, and completely enclosed roller chain drive. 

For speed and clean raking in the hay field, 
behind any make tractor, you will find the No. 


45-G far superior to any you have seen or used. 
One-Row Corn Picker Two-Row Corn Picker 


= a —_—— 4 
a gs 


XE 


ot 


Transplonter No. 12-A Spreader No. 14-A Spreader 


c=) 





New f0&4 No. 30-A Netw 1Dt4 No. 30-AH 
Power Toke-Off Trac- Hydraulic Lift Tractor 
tor Mower with me- Mower utilizes hy- 
chanically lifted cutter draulic equipment of 


tractor. 


‘ 


in mower sales — 


a  \ 
_ x i) 


bor. 





NEw IDEA No. 628RA New iD&4 No. 175 Port 
All Purpose farm able Elevator — driven 


Wagon—rated at 6,000 by any available 
pounds capacity. source of power 


NEw [pea or 
No. 4 


Cide a oa 





Netw 1084 No. 4 Side Delivery Rake and 
Tedder — gentle, positive acting at all 
speeds. For either tractor or horse drawn 


ey i pH is g RS 


rs is 
Phage ~ 
“ee ia 
ee ] er: 
ia Z 
on an 
“NCO ale te eG & — 


‘2 ies 
rae a, 


DIVISION ANGE nal ole) tte) 7 Nal), | 
COLDWATER, OHIO SANDWICH, ILL. 





Officials of the Carolinas Associa- 
tion, left to right, seated are: Paul 
Mulliken, managing director of 
the NRFA:; E. W. Nettles, Jr., first 
vice president; W. R. Johnson, 
president: J. R. Marks, second vice 
president, and A. A. Chappell, sec- 
retary-treasurer. Standing: S. Tom 
Proctor, national counsellor: H. L. 
Marshall, J. F. Colvard, M. L. Kel- 
ley, G. L. Roberson, F. O. Godley, 
F. R. Biggs, Sr., F. W. Herlihy and 
J. C. Abbott, director; and J. K. 
Hane, retiring president 


Carolinas Meeting 


ORE THAN 400 delegates to the 
M annual convention of the 
Carolinas Farm Equipment Deal 
ers Association met in Charlotte, 
February 4-6, to consider the wide 
variety of challenges presented to 
the implement dealers by the 
world military and the 
American rearmament program 

In his president’s address, J. K 
Hane of St. Matthews, S. C., de- 
clared that the United States i 
facing its gravest crisis in history 
and stated that before the crisis is 
over the nation may be confronted 
with many hardships 


crisis 


Increased Production 
“Let us remember,” he said 
“that farmers have been requested 
to raise a greater volume of foods 
and fibers, and in this, farm 
equipment dealers can help. The 
scarcity of farm labor can be off 
set by putting into action more 
equipment. Farmers have more 
equipment than in 1942, 
are in a better position to repai 
and service equipment than before 
and during the last war.” 

In leading off a panel discussion 
of “Today's Challenge to Business 
men,” H. A. Marks, Wilmington 
n. ©. ll 


and we 


declared that “we must sell 
as well as fight our way 
We understand the techniques of 
persuasion, but we have been out- 
sold by Russia in the game of 
world politics. Thus, businessmen 
face their greatest selling job 


to peace 


98 


management must 
selling 


continued 


Business 
the 
nomic freedom, he 
Next to the 
materials, our biggest job is 
life. This will 
be sold until our abroad 
are convinced that we 
barked on a crusade for peace 
Continuing the discussion of this 
subject, Fred W. Herlihy, Orange 
Ss. C that we 


lead country in eco- 
wal 
sell- 


not 


production of 
ing our way of 
friends 


are em- 


burg stated must 
sell our 
must sell 
must be made to 
these services mean to the benefit 
of all. We must show the public 
that we are aware of respon- 
sibilities, and we must believe in 
our way of doing that 
it is right. We must busi- 
ness character.’ 

A third member of the panel, R 
C. Irwin, Cheraw, S. C., said that 
“prosperity in the United States 
has been increasing despite creep- 
ing And the socialists- 
minded government,” he said, “has 
been taking They 
have glossed over the huge govern- 
ment spending, tremendous gov- 
ernment debt, government control 
of business and the inflationary 
state of the nation’s economy 

“Government payrolls,” he con- 
tinued, “are padded with six mil- 
lion people, and taxes including 
state and local will take one out of 
four dollars of our 
income 

“American 


ethically and 
People 


what 


products 
our services 

reali ec 

oul 


business 


our 


sell 


socialism 


credit for it 


every national 


citizens he said 


sold on demanding econ- 
government, for govern- 
incontrolled 


“must be 
omy in 
ment spending is so 
that it has become immoral, if not 
downright criminal 

In his consideration of the chal 
lenges to businessmen, F. O. God- 
ley, Charlotte, N. C., pointed 
that there two kinds of 
nomic cooperation 


out 
are eco- 
voluntary and 
enforced 

“We must sell our families 
our employees on the benefits of 
must vote in- 


and 
our system, and we 
telligently,” he said 

Closing the first day’s session, J 
D. Shevlin, Manager of Sales De- 
velopment, Deere & Co spoke on 
Today's Challenge to Better Busi- 
ness Relations.” 


Time for Team-Work 
“This is the time for all of us 
to work together he “As 
successful farm equipment dealers 
you must know product 
know your responsibility and you 
must have leadership, the latter 
being the key to any success story 

“A good farm equipment 
er,” he stated is who get 
people to do what he wants done 
when he wants it done and how he 
wants it done want 
to do it for him 

Speaking on the second 
program, Philip A. Brown 
tising and Sales Promotion 
ager, Harry Ferguson, Inc., 
“Today's Challenge 
Development.” 

He stressed the for 
panies to have a stated philosophy 
for their organization, “a Bible in 
simple language that will show 

(Continued on page 106) 


said 


you 


deal- 


one 


because they 
day’s 
Adver- 
Man- 
dis- 
cussed Sales 


need com.- 
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\27" IMPERIAL sth 3-1 ene re 4 
Roller Type Mower ff Tor'rnotors, Rew Piteel welded Sec } NATIONALLY 
and rinsorced- ATES iz, ADVERTISED 


sine 
Post = 
“KLIPPER” 
POWER MOWERS 


in two sizes 


18”’ and 20” 


Cutting Widths 


EXCLUSIVE Hoo FEATURES 


Fully enclosed chain drive 


Oversize enclosed Timken bearings 
Unbreakable tubular steel handles 

Patented, positive action non-wearing clutch 
Extra strong, zinc die cast alloy construction 
Zinc die cast alloy drive pinions with hardened 
steel inserts 

Patented “Quickset” height adjustment with a 
range of 2" to 2°/." 

Power driven weed 

clippers (optional) 


@ Plus the always de- 
pendable Briggs & 


e Stratton motors 


No Other Power 
Mower Can Match It! 


There still may be a 
valuable Cooper 
Dealer Franchise 
open in your tern- 
tory. Write or wire 
us TODAY for in- 


formation. BUILT FOR THOSE WHO WANT THE BEST 





Mar-Del-Va Meeting 


ANGERS menacing the Amer- 
D ican system of free enterprise 
were outlined to delegates attend- 
ing the annual convention of the 
Mar-Del-Va Farm Equipment As- 
sociation, held January 21-23 in 
Baltimore, Md. 

R. C, Cropper, president of the 
Farm Equipment Wholesalers As- 
sociation and a featured speaker 
on the first day’s program, dis- 
cussed the threats to American 
business. He stated that about 15% 
of the nation’s population could be 
categorized as having wealth, the 
remaining 85% being “have nots.”’ 
Mr. Cropper predicted that within 
a generation the small percentage 
of people having wealth would be 
further reduced unless conditions 
which have tended to restrict busi- 
ness are improved 

Following this address, Lewis 
P. Shannan of the Du Pont Co., 
Wilmington, Del., spoke on the 
progress in the manufacture of 
chemical products in the United 
States. He pointed out that a great 
many of today’s chemical products 


Oliver Elects Three 
Vice Presidents 


Kinc McCorp, president of 

e The Oliver Corp., 400 West 
Madison St., Chicago 6, Ill., an- 
nounces the election of three vice 
presidents. 

H. F. Donagher, manager of the 
export division, W. E. Miles, man- 
ager of the industrial division, and 
L. P. Richie, director of purchases, 
are the new officers of the com- 
pany. Each will continue to super- 
vise Oliver’s activities in the field 
for which he has been responsible, 
and, in addition, Miles will have 
charge of all domestic crawler 
tractor sales both agricultural and 
industrial. 

Mr. Miles joined the company 
in 1919, and is active in the affairs 
of the industry. He is vice presi- 
dent of the Construction Industry 
Manufacturers Association, which 
is affiliated with the American 
Road Builders Association, and is 
serving his third term as a director 
of the organization. During World 
War II he served on the Crawler 
Tractor Industry Integration Com- 
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were not in existence 20 years ago 
He listed the four essentials neces- 
sary for continued progress in 
American industry: (1) raw ma- 
terials; (2) manpower; (3) motiva- 
tion; (4) tools. 

In another talk, J. E. Powers of 
the B. F. Goodrich Co., stated that 
there is no critical shortage of rub- 
ber and that scare buying was un- 
necessary. He stated that barring 
all-out war, there would be suf- 
ficient rubber for tractors and im- 
plements and that should war 
come, synthetic rubber production 
would soon be adequate to meet 
domestic needs 

Other speakers included Harold 
B. Halter, editor of Farm Equip- 
ment Retailing, and R. W. Dribble, 
International Harvester Co. 

New officers elected by the as- 
sociation are: Clarence Phillips, 
Preston, Md., president; Joseph 
Warrenfeltz, Charleston, West Vir- 
ginia, first vice president; George 
Carroll, Dover, Del., second vice 
president; Charles Snavely, Bald- 
win, Md., secretary, and Tyler Ful- 
ton, Bel Air, Md., treasurer 


mittee of the War Department, and 
on advisory committees of the 
War Production Board and the 
O. P. A. 

Mr. Donagher, 49, joined Oliver 
at South Bend in 1925. He became 
active in the export division there- 
after, and began a career in South 
America, where he represented 
Oliver in many countries for 20 
years. He was called back to the 


central office of the export divi- 
sion in Chicago in 1945. As assist- 
ant export manager, and manager, 
he has traveled widely in Europe, 
Africa, and the countries of Latin 
America 

Mr. Richie joined Oliver as a 
member of the sales organization 
at Memphis in 1933. He has served 
the company since in varying ca- 
pacities in sales, production, in- 
surance work and general admin- 
istration. He was named assistant 
secretary in 1938, and assistant 
treasurer in 1942, becoming pur- 
chasing director in 1948. He served 
the government as a section chief 
of the War Production Board 
during World War II 


- 


M-M and Avery Plan 
Early Merger .. . 


IRECTORS of Minneapolis-Mo- 

line Co. and B. F. Avery & 
Sons Co. have agreed on a pro- 
posed merger, according to W. C 
MacFarlane, president of M-M, 
and P. H. Noland, president of 
Avery. 

The agreement, which must be 
approved by shareholders of each 
company, will be submitted to 
stockholders at special meetings to 
be called in the near future, it was 
announced 

The proposal provides for merg- 
ing Avery into Minneapolis-Mo- 
line. Each share of Avery com- 
mon stock would be converted into 
two-thirds of a share of M-M 
common. The preferred stock of 
Avery would be retired, it was 
announced. 

If the agreement is approved, 
M-M will issue new common stock 
to provide for the shares that 
would be exchanged for Avery 
stock 


Newly-elected officers of the Oliver Corp., are, left to right: W. E. 

Miles, vice president in charge of crawler tractor and industrial sales: 

H. F. Donagher, vice president in charge of export sales; and L. P. 
Richie, vice president in charge of purchases 
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cyt DELIVER Lower Haying Costs! 


MM HAY TOOLS GET ALL THE CROP ON TIME—EVERYTIME!! Every modern 
farmer knows that his hay crop is one of the most important crops 
on his farm. He knows that timely cutting of that crop is a most 
important factor in deciding its quality, and therefore its feeding 
and market value. Care must be taken to avoid cutting too early 
and also against allowing the crop to stand until full bloom has oc 
curred and the nutrient value has begun to decline. Progressive 
farmers have learned that when they use MM Hay Tools their crop 
is cut right, on time, everytime 

MM UNI-MOWER is important to the haying time factor. This mower 
attaches to any mode ‘rn tractor equipped with power-take-off 
Equipped with a 7-foot cutting bar it cuts up to 35 acres per day 
Since the power drive consists of a simple V-belt pulley, the sickle 
speeds can be easily changed to meet all cutting conditions no 
gears to adjust and fewer we aring parts MM Uni-Mowers are 
available in pull-behind and side-mounted models mowers that 
allow farmers to spend less time in the field mowers that are 
ready to cut the crop when it is just right! 

MM SIDE- DELIVERY RAKE'S GENTLE HANDLING HELPS RETAIN FOOD VALUE! 
That's why so many modern farmers prefer this rake. The rolling 
action of the rake turns the heads into the center of the windrow 
leaving heavy butt end of the stems out where they will dry faster 
Heads and leaves dry slowly and stay on the stem. The whole wind- 
row dries more evenly and in less time, so that hay may be taken 
up sooner after cutting. Therefore there is less chance of loss by 
storm, and hay is better because few, if any, of the leaves in which 
most of the food value is concentrated are lost by breaking or tearing. 


MM BALE-O-MATIC MAKES BALING A ONE-MAN JOB! That's important 
to farm businessmen who want to save money on their haying jobs 
This baler is completely automatic picks up the hay, slices, and 
ties it into firm bales with two 14-gauge high-tension steel wires 
~ while the hay is under compression. Bale-O-Matic bales are uni- 
&. & » © ~ form, rectangular, square-cornered, and won't come untied when 
handling. No loose ends of wire left in the bales or in the field! 
ren ages on emg rng 35 MM WINDROWERS CUT CROPS oat ie i 
CLEANLY and deposit them in fa toga! - 
uniform windrows on top of 
the stubble. Even the finest . 
hay seed crops are handled , £ rf 
without injury. All controls -. e : 
are within easy reach of the Ua » . 
operator, permitting easy a 
v= 
' 


Pe ee ee ae ae 
35 acres per day with 7-foot sickle 


change of cutting height and 
height of reel ‘‘on the go” 


- 


ome 


* QUALITY CONTROL IN MM FACTORIES ASSURES 
DEPENDABLE PERFORMANCE IN THE FIELD! 


igs . 
WM Side Detivery Rote wens heeds ot cop ne «= AME INNEAPOLIS-MOLINE 


ee eee MINNEAPOLIS 1, MINNESOTA 
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HOW KEYSTONE BUILDS 


BUY APPEAL into faun fence 


Dealers who count oa the farm trade for the major part of their business 


recognize Keystone Steel & Wire products as dependable, year in 


and year out, profit builders. Among the many reasons why 


Keystone products have become leaders in their fields, are these: 


] Quality-Controlled Materials. From Keystone’s 
own open hearth furnace, through its own wire- 
drawing mills to the final product, Keystone keeps 
rigid control of quality. For example: the amount of 
copper used to increase rust resistance, the exact de- 
gree of hardness, the precise protective zinc coating 
are under the supervision of metallurgists who can 
base decisions on Keystone’s over sixty years of ex- 


perience in making quality fence and wire products. 


3 Merchandising Support. Keystone provides mer- 
chandising support for dealers that not only promotes 
Keystone products but helps make the dealers entire 
operation more profitable—more significant in his 
community. Ask the Keystone representative, or 
write for facts about the Red Brand Practical Land 


Use merchandising program. 


1 0) G 
ota’ Se 
Vn 


2 Time-tested Construction Features. The fence is 
woven on machines of Keystone’s own design. Knots 
give both strength and durability. For example 
Stiff stay SQUARE DEAL knots, hold like a vise, vet 
permit the complete flexibility of the line wires 
Picket-like one piece stay wires keep the fence erect 
The knot is corrode-resisting because it will not 
hold water. There are no projecting ends to snag 
clothing or injure livestock. 

Hinge-joint MONARCH knots work like a hinge and 
give under pressure, yet cannot slip. There is ample 
wrap around the line wires — no projecting ends 


4 Satisfied Users. Farmers in all parts of the coun- 
try recognize the extra values built into Keystone 
products... Thousands of farmers have sta ndardized 
on Red Brand fence and easy-to-set Red Top steel 
posts, for years and years their satisfaction 


assures repeat business for dealers. 


Yy Peoria 7, lil. 


KEYSTONE STEEL 
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M-M Introduces New 
Self-Propelled Machine 
NEW self-propelled farm ma- 


A chine is now in production 


in the plants of Minneapolis-Mo- 
line Co. The initial production of 
the new machine will include at- 
tachments, so that it can be used 
as a self-propelled combine or a 
self-propelled two-row corn pick- 
er.Other attachments, in the test- 
ing or planning stage, include a 
combination corn picker and shell- 
er, wire-tying baler, and forage 
harvestor, but production of these 
may be delayed by material short- 
ages, company officials declared 
Field tested for almost five 
years, the new machine is called 
the Uni-Harvestor. The first at- 
tachments designed for it were the 
harvesting unit, called the Uni- 
Combine, and two-row corn pick- 
ing unit, called the Uni-Huskor. 
All attachments are designed for 
quick mounting on a power unit 
called the Uni-Tractor, by the use 
of only one bolt, two slip pins, and 
two spring release pins. A small 
hoist is available for mounting or 
removing the attachments and also 
a transport dolly on which attach- 
ments not in use may be mounted 
Martin Ronning, MM chief engi- 
neer of the farm machinery divi- 
sion and the man who conceived 
the idea for this new machine back 
in 1945, stated that the self-pro- 
pelled equipment is designed to 
meet the demand for a self-pro- 
pelled unit that will have wider 
use on farms where different crops 


are raised 


























The Uni-Combine attachment is 
said to be designed to handle all 
types of small grain and grass seed 
crops. It has a 9-foot header that is 
intended especially for harvesting 
soy beans. The harvesting unit is 
reported to be similar to the 69 
Harvestor made by the company 
and is equipped with Uni-Mati 
hydraulic lift for the adjustment of 
cutting height from 2 to 24 inches 
and a grain bin with a power- 
driven auger unloader 

The Uni-Huskor 
which is similar to the 
corn picker, four 
rolls 53% inches long 
36-inch husking rolls, 
ber and four of 


attachment 
two-row 
has snapping 
and eight 
four of rub- 
The 


steel snout 
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are adjustable to five floating po- 
sitions 
Company addres Minneapoli 


1, Minn 
a 


New Milking Parlor Stall 
Introduced by Clay . . 


LAY EQUIPMENT CoO Cedar 
Falls, Iowa, is introducing a 


new milking parlor stall, featuring 
the all-new speed feeding system 
The 


directly to 


hopper runs ground feed 
feed bowl All the 


farmer does is to turn the paddle 
wheel crank, and a p! 


ration drops into bow! 


e-measured 
The speed 
feeding ised with 
or without overhead feed bin. Spe- 
side-guards hold the cow’s 
the bowl, so that feed 
slobbered ort 
A specially de- 
fits on top of 

pilled feed 
The 


basin- 


system can be 
cial 
head over 
cannot be butted 
blown on the floor 
igned whict 

the bowl, catches any 
bac k 
smooth 


apron 

ind funnels it inside 
bowl is round 
like in shape, with no sharp cor- 
feed can lodge or rot 


ystem feed 


and 


where 
This new 
milking equipment and cows to the 
down milking and 
and makes it a sim- 
milk even 


ners 
brings 
operator cuts 
feeding time 
ple task to feed 


rds of cow 


and 
large he 
The new parlor stall handles all 
types of milkers the 
pipeline, and flexibility of the stall 
makes installation easy in both old 
and new barns 
Free literature ncluding a 20- 
age manual entitled “The Mod- 
1 Milking Parlor and You,” is 
» upon request to the manufac- 


including 
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Peerless Offers Portable 
P.T.O. Roller Mills .. . 


EERLESS Equipment Co., Jop- 
Pi: Mo., has introduced a new 
low cost, portable, power take-off 
roller mill, featuring 10” diameter 
Hi-Capacity rolls 

These giant size rolls can be ad- 
justed accurately to crimp, crack 
or crumble all small grains to any 
degree without dusting, it was an- 
nounced, The larger rolls also han- 
dle more grain per hour and re- 
quire less power. The largest mod- 
els have capacities up to 400-500 
bushels an hour 

Both portable and _ stationary 
models are manufactured in farm, 
feeder and mill sizes, and all mod- 
els can be operated by tractor from 
the power take-off or with flat 
belt pulley. V-belt drives are 
available for electric motor and 
gas engine power. 


Sf 


I-H Intreduces Seven 
New 1951 Refrigerators 


EVEN NEW 1951 International 

Harvester refrigerators, 
turing new styling, performance, 
construction and dependability 
are now in quantity production at 
the company’s Evansville, Ind., 
factory, accerding to T. B. Hale 
vice president, general sales. Dis- 
tribution of the new models to 
dealers in all International Har- 
vester’s 75 sales districts coast-to- 
coast is under way. 

New models range in size from 
7.4 cubic feet to a 9.5 cubic foot 
model featuring cold-to-the-floor 
refrigeration. All feature full- 


fea- 
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length 


rigidity; 


space; 


porcelain 


sliding 
size 
peratur 
terior 


bottle 


aoors 


completely 
enamel 


crispers 
space 
e controls; 


lights 


larger 


X-braced 


with 


hermetic 


1o!1 


inside 


interiors 


stops; 


automatic 
ally 


greate! 


storage 


acid-resistant 


asy 


over- 


adjustable tem- 


in- 
sealed 


+E 


five- 


al- 


units with a 
year Warranty permanently 
tached to the cabinet; built-in bot- 
tle openers; and steel cabinets of 
one-piece, welded construction 
Model HA-92, deluxe refrigera- 
tor in the line, has a butter condi- 
tioner, with separate temperature 
built into the inner sur- 
the door. Its shelves are 
steel, while other mod- 
center-braced, chrome 
Model HA-74 
Four mod- 


refrigerating 


control 
face of 
stainless 
els feature 
plated steel shelves 
has zinc plated shelves 
els have Safety-Edge shelf trim 
All have extra large 
freezer that store up to 50 
Five mod- 


models 
lockers 
pounds of frozen foods 
els 


meat 


deep, covered 
hold up to 17 
sottle capacity 
ranges from 12 to full quart 
bottles. Huge crispers hold up to 23 
juarts of food, and area of the 
scientifically spaced shelves ranges 
I 13.7 to 18 feet 


have spacious 
trays that 
pounds storage 


25 


rom square 


- 


Schultz Introduces New 
Flexible Rotary Hoe .. 


H. ScHULTz Mfg. Co. of 
L. chelle, Ill, announces the 
Schultz flexible rotary hoe for 
1951. Rigid frames of each section 
are flexibly fastened to sturdy 
drawbars which are said to pro- 
vide y hitching and minimum 
dead weight 

Weight boxes each section 
provide means for positive depth 
control for all soil types and con- 
dition Popular oval-section 
spring-steel-tooth wheels with au- 
and 
been 


Ro- 


easy 


on 


eliminators 
have 


tomati stone 


depth control flanges 
retained 

Five and six 
cultivate five 
time are offered 
supplement the 


four row models 


models to 
rows at a 
They 


and 


section 
and six 
this 
two 


year 
three 
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TIE IN YOUR SELLING EFFORTS 
WITH PLANET JR. SALES PUNCH! 


Planet jr. Advertisements in the 
Farm Journal Pathfinder, 
Better Homes & Gardens and other 
Aational publications are telimg 
your customers and prospects 
“How te Eliminate Garden Oradgery.”’ 


4 
O48) rm oF mone 


— \ 
t 





A COMPLETE LINE 


for Farm and Garden 


AND WATCH YOUR PROFITS 
GROW and GROW and GROW! 


Yes! Your profits will grow and grow if you tie in your own 
selling and advertising with the Planet Jr.’s powerful national 
campaign. Everybody is interested in getting rid of ‘‘Garden 
Drudgery” for better living. Planet Jr. Farm and Garden 
Equipment can help your customers live better by taking the 
back-breaking work out of farming and gardening. Sell your 
customers the basic idea and they'll come back time after 
time to buy Planet Jr. equipment. We are telling the story to 
the millions of readers of national farm and garden publications, 
but it’s up to you to sell them. 





Write for complete details of the ‘Garden Drudgery Story’’ and 
be ready to turn your prospects into profits by selling Planet Jr 
to help them live better. 

y) 


ys 
, Ne 
(a 


Planet Jr. 


FINEST IN THE FIELD 

















S. L. ALLEN & CO., Inc. + 3421 N. Fifth Street + Philadelphia 40, Pa, 
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Century Sprayer Unit for 
Spraying-Cuitivating 


NEW tractor-mounted sprayer 
A that permits cultivating and 
spraying at the same time has 
been announced by the Farm 
Equipment Division of Century 
Engineering Corp., Cedar Rapids, 
Iowa, to be known as the Model D 
Series. It is available in a two or 
four row unit, and the company 
also is offering a kit which can 
convert the two row sprayer to a 
four row unit whenever desired 

The new sprayer is rear mount- 





a .. since 1825, 


designer and builder of 
efficient farm equipment 


for better, low-cost farming 





63 acres devoted 
exclusively to the 
manufacture of = aN 
ity farm ae of gual GRE 


B.F. AVERY 2 SONS CO. 


Incorporated 


LOUISVILLE, KENTUCKY 








ed, high enough to clear the culti- 
vator mechanism at all times. It 
permits spraying one, two, or three 
rows at a time, and is equipped 
for adjustable row spacing so it 
will handle 18 to 21 inch, or 36 to 
42 inch rows. The boom also is ad- 
justable so that the nozzles may be 
placed anywhere from 12 to 60 
inches above the ground 

Other features of the new spray- 
er include a direct mounted PTO 
pump which is highly resistant to 
abrasion; a tank mounting for a 
55-gallon tank; tractor seat control 
of both pressure and flow; re-in- 
forced Neoprene hoses; and a 
choice of capacities in solid cone 
or fan type nozzles 

The unit was designed princi- 
pally for use in the cotton grow- 
ing areas, but can also be used for 
vegetable and other row crops, An 
outlet is provided on the control 
for adding a hand gun which will 
permit spraying trees, livestock, 
buildings, tobacco seed beds, etc 
If desired, the sprayer can be used 
without the cultivator 


* 


Carolinas Convention 
(Continued from page 98) 


that the company has as its aim 
something more than the making 
of high profits.” He also pointed 
out the value of good advertising 
end promotion. Advertising, he 
said, helps the buyer to buy; sales 
promotion helps the seller to sell 

George A. Bowie, Department of 
Public Relations, Firestone Tire & 
Rubber Co., had as his subject 
“Today's Challenge—What’s Up 
Doc?” He stated that no organiza- 
tion or country can become great 
unless there is faith in the in- 
dividual. “We can’t have a free 
nation with ‘unimportant’ people,” 
he warned. “One of our great 
faults is that we expect someone to 
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Qdeexatesnm, Founmesk:y,.0c:. 


OBERDORFER PUMPS SYRACUSE 1, NEW YORK 
AGRICULTURAL 
INDUSTRIAL 
FiReE 
MARINE 


The Questionable Future of Agricultural Spraying in 1951 


The effective control of insects and weeds by low pressure 
spraying is attested to by the hundreds of thousands of bronze 
rotary gear pumps Oberdorfer has placed in the field during the 
past four years. Our Federal Government, in this emergency, re- 
quires substantial crop production increases for the coming season, 


From cotton in the Mississippi Delta thru wheat in North 
Dakota, oats in Oregon and on to tobacco in the Carolinas, the 
harvest of most every major agricultural crop in this country may 
be materially increased by following recommended local spraying 
procedures, This will involve the use of a spray machine equipped 
with one of the many styles and types of all-bronze, low pressure 
rotary gear pumps for which this company has been the internationally 
accepted manufacturing standard for over fifty years. 





There is no question but that there will be an acute shortage 
of such low pressure spraying equipment as a result of the increased 
acreage to be sprayed plus the recently approved low pressure 
spraying program about to be placed in operation on a large scale 
thruout the cotton belt. There will not be enough pumps to go 
around, 


We request that all dealers and distributors of spraying 
equipment using the Oberdorfer Pump estimate their demand without 
delay and place their orders with spray equipment manufacturers as 
soon as possible. Then we both may present to the Director of the 
Office of Production & Marketing Facilities, U. S. Dept. of Agri- 
culture, in Washington, concrete evidence of our metal require- 
ments so that metal may be allocated by the Federal Government in 


sufficient time to be of use in the 1951 spraying season. 
Agricultural Pump Division 


eit tine Oberdorfer Foundries, Inc, 
ow * "09s Syracuse 1, New York 
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tell us what to do. It’s our busines 
to solve our own problems, not 
only in Washington, but in our 
own plants and workships.” 

Other speakers on the program 
included Ted Harp, a farm equip- 
ment dealer from Sidney, Indiana; 
C. J. Bailey, Sales Manager, Fed- 
erated Mutual Implement & Hard- 
ware Insurance Co., and Paul M 
Mulliken, Managing Director of 
the National Retail Farm Equip- 
ment Association 

W. R. Johnson, Johnson-Serman 
Co., Goldsboro, N. C., was named 


president of the association for the 


coming year. Other officers are 
first vice president, E. W. Nettles, 
Jr., McLaurin-Nettles Co., Sump- 
ter, S. C.; second vice president, J 
Rufus Marks, Marks Tractor & 
Truck Co., Whiteville, N. C.; and 
secretary-treasurer, A. A. Chap- 
pell, Wilson, N. C. The directors of 
the association are: Fred Colvard, 
Colvard Farm Machinery Co., Dur- 
ham, N. C.; Furman K. Briggs, K 
M. Briggs, Inc., Lumberton, N. C.; 
F. O. Godley, Godley Brothers Im- 
plement Co., Charlotte, N. C.; Fred 
Herlihy, Farm Equipment Co 
Orangeburg, S. C., and M. L 





/Model “D” f 
4-Row Sprayer shown, 
land 2-Row available 





CENTURY SPRAYING 


is the coming thing... 
where Cotton is King! 


$ Cuts chemical costs as much as 30% to 50%. 
S$ Spray any time during the day — windy or not! 
< Poison and cultivate — all at the same time! 


Dealers’ Sprayer sales should equal or better duster sales in 1951, 
according to a December, 1950, survey of leading Southern farm 


implement distributors 


Model "D”" fits standard tractors — 
Universal type mount; all brackets and 
braces included Mounts with or 
without cultivator. 

Ruggedly Constructed — Tractor - seat 
control of pressure and flow; direct- 
drive, power take-off pump develops 
pressures to 125 Ibs.; 3-way filtering. 
Adjustable to any row spacing from 
18 to 21 inches or 36 to 42 inches. 
Boom height adjusts quickly from 
12 to 60 inches above ground. Tank 
mount included. 

Competitively Priced — Outstanding 
appearance. Sells fast on “Better Per- 
formance.” 


Sell a Complete Sprayer Line— Century 
makes 1, 2,4,6,and 10-row Sprayers 
(5-ft. to 33-ft. booms); tractor, trailer, 
truck models; units to mount with a 
cultivator; hand 
Prices from $99.50 F.O.B. factory. 


spray gun model. 


Dealer Franchises still available —Get 
in touch with your nearest Century 
distributor listed below. You'll find it 
profitable to “cash in” on the swing 
toward spraying in 1951. Ask for 
complete details on the entire line of 
Century Spray Equipment ... . don't 
be caught short, phone or write your 
Century Distributor today! 


Southern Century Distributors:— 


Call the 


CENTURY 


Distributor near you 


TODAY! 


Texas 


R. C. Cropper Co 
Stratton-Warren Hdw Co 
Baldwin Co. Inc., 
Roleigh, No. Carolina; Mitchell Sales Co., 

Price Bros. Equipment, tnc., 


CENTURY ENGINEERING CORPORATION 


Servis Equipment Co., Dallas | 
Memphis 2, Tenn., Stratton 

Job P. Wyatt & Sons Co 
Combrio, Virginia; 
Wichito, Kon 


Macon, Go 


New Orleans, lo 


Farm Equipment Division * Cedar Rapids, lowa 





Kelley, F. M. Simrell Impiement 
Co., York, S. C 


. 


Walter Geist, A-C 
President. Dies . 


ALTER GEIST, president of 
W the Allis-Chalmers Mfg. Co., 
Milwaukee, Wis., died suddenly 
January 28, 1951, of a heart at- 
tack. 

Mr. Geist, 56, has been president 
of Allis-Chalmers since 1942, hav- 
ing joined the firm as an errand 
boy at 10 cents an hour in 1909 
During the years between 1909 and 
1942, he served as tracer, drafts- 
man, engineer, assistant manager, 
representative and 
general ma- 
executive 


general sales 
vice president in the 
chinery division, and 
vice president 

In 1940, Mr. Geist 
nized by a group of distinguished 
scientists for his development of 
the multiple V-belt Texrope drive, 
and was awarded the plaque of the 
“Modern Pioneer.” 


Was recog- 


Walter Geist 
During his eight and one-half 
years as president of A-C, Mr 
Geist many honors, in- 
cluding honorary doctor of law de- 
grees from Marquette University 
and Lawrence College, and a doc- 
tor of engineering degree from the 
Michigan College of Mining and 
Technology. In 1950 he was pre- 
sented with the Knights Cross 
First Class, Royal Order of St. 
Olav, by King Haakon VII of Nor- 
way 
Mr. Geist also was active in nu- 
merous Civic philanthrophic 
organizations, a member of the 
board of Marquette 
University, a director of St. Olaf 
College, an associate member of 
the board of Northwestern Univer- 
sity, and a trustee of Milwaukee 
Hospital. 


received 


and 


governors of 
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Top Performers 


IN POWER..AND PROFIT! 


Plenty of power here to pull in a larger circle of 
prospects than ever before possible. Not only 

are Oliver stationary units perfect for a multitude 
of power jobs on the farm and ranch, but in allied 
agricultural industries as well—feed mills, 


agstone quarries, hatcheries, etc. 





Combined with the field-proved advancements of the 
great Oliver tractor engine are modern stationary 
features that make an Oliver unit the finest 

power package the farmer or business operator can 
buy. There's a valuable prize, too, for the Oliver 
dealer—a stack of dollars from extra sales in a 
widening power market. The OLIVER Corporation, 
400 West Madison Street, Chicago 6, Illinois 


asa OLIVER 


“"FINEST IN FARM MACHINERY’ 
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Schultz Offers Improved 
Litehfield Spreader... . 


» Co., Rochelle, Ill., announces 
production of an improved Litch- 
field manure spreader, featuring 
changes in lever assembly throw- 
out and drive mechanisms. 

The former Litchfield Co. plant 
at Waterloo, Iowa, was purchased 
complete with tools and equip- 
ment by the L. H. Schultz Mfg. Co 
According to L. H. Schultz, presi- 
dent of the company, the Waterloo 


I H. SCHULTZ Manufacturing 


Litchfield manure spreader. 


plant will continue to produce the 











HERSCH EL PARTS _—— Easily 


e Save Time 
e Prevent Loss 





Herschel Parts keep machinery rolling during critical harvest 
seasons. They’re field tested designed to stand up under the 
pressure of high speed power farming. Herschel Parts are 
GUARANTEED TO FIT! They install easily cut “down- 
time’ to a minimum — save hours when every minute means 
more profits. 


It’s good business for YOU to fill your bins with Herschel Parts 


NOW! By helping to keep your customers rolling with Herschel 
Parts, you pave the way to future implement sales. 


The Herschel Parts line is COMPLETE. Order ALL your re- 
quirements from this ONE dependable source. 


Use Herschel Parts for repairing all makes of cutter bars. 


R. HERSCHEL MFG. CO., Inc. 
FACTORY AND MAIN OFFICE: PEORIA, ILLINOIS 


Branches: Auburn, N. Y.; Minneapolis, Minn.; Harrisburg, Pa.. Omaha, Neb.; Toledo, O 


DISTRIBUTORS: 
R. C. Cropper, Macon, Georgie The Southern Supply Co., Dalles, Texas 
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Steck Control Pian 


(Continued from page 88) 


erating as it should, the customer 
insisted on a new tractor. Mit- 
chell’s took a loss in having to sell 
this tractor as used. However, they 
believed the fault lay with the 
operator and not with the machine, 
but this was a good customer and 
a new tractor was the best solu- 
tion for all concerned 

“We have a very successful col- 
lection system,’ Miss Reynolds 
emphasized, “and the secret of that 
is: watch whom you put on your 
books.” 

No charges are allowed unless a 
farmer’s credit is checked first 
with the credit manager. Mitchell's 
maintain three lists of customers 
a white list indicates those whose 
credit is found to be satisfactory: 
a blue list for customers whose 
credit is doubtful and where pay- 
ment will have to be carefully 
watched; and a pink list for cus- 
tomers who can obtain no credit at 
all from Mitchell's 

Where new customers apply for 
credit, the credit manager investi- 
gates the farmer’s credit with the 
local bank, and dealers from whom 
he has obtained credit. The Credit 
Bureau also is called. 

“There is something too in the 
reputation you establish for your- 
self on collecting bills and paying 
your own bills,” added Miss Reyn- 
olds pointing out that Mitchell’s 
could get credit anywhere. “If peo- 
ple know you collect, they will pay 
and respect you twice as much for 
it.” 

On every statement mailed out 
the company indicates prominently 
that payment is due by the 10th of 
the month following month of pur- 
chase. Customers on the blue list 
receive a second reminder: those 
on the white list whose credit is 
known to be good are not re- 
minded. On the statement the fol- 
lowing month the customer reads, 
“Overdue. Kindly remit.” This 
usually produces results 

When payment does not follow, 
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‘INSURANCE COMPANY 
WILL PAY 


big dividends to the Beneficiary upon application of the Balanced- 
Flow Jet to all installations as described in this policy, regardless 
of shortages of galvanized tanks and other equipment. 


THE INSURED The alert pump dealer who features Goulds Balanced 
Flow Jet 





FACE AMOUNT Maximum pump profits in the face of today's shortages 
of tanks, piping and fittings. 











BENEFICIARY The Insured, and all his shallow well customers whose 
capacity requirements do not exceed 540 G.P.H 


FIRST PREMIUM installation of a Balanced-Flow Jet on that shallow 
well job you're starting this week. 


LATER PREMIUMS Ditto for all future shallow well installations within 
copacity requirements 


Due Dates Most any day now. Shallow well pump demand 
reaches the year's peak very shortly 





ADDITIONAL BENEFITS 
As Provided by 
the Balanced-Flow Jet Self-adjusting capacity, for real “city” water 


service. Quiet, economical operation. Absolute customer satisfaction, peak profits 


Get further information on your Shortage insurance—the Balanced-Flow—from your 
Goulds distributor, or write us 











wm. mM. 


WATER SYSTEMS 


GOULDS PUMPS, INC. isl Since 1648) 


SENECA FALLS, N.Y. FOR EVERY FARM AND HOME NEED 
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Model No. 180 Openhead Sprayer, 
shown above, heads up the NEW and 
IMPROVED CHAPIN line for 1951. Elec- 
tric seam welding and dome top con- 
struction give tank-type sprayers pres- 


sure-resistance before attained 


New labels and bright red trim on all 


never 


models make a powerful display and 
sell combination. Write today for cata- 
log No. 51. It's FREE. Shows complete 
CHAPIN line of compressed air 


action 


single 
and continuous sprayers, and a 
variety of other specialty sprayers and 
dusters. Delivery assurances can be made 
only on orders received in the near fu- 


ture. Look ahead . . . act today! 


R. E. CHAPIN 


MANUFACTURING WORKS, INC. 


100 Chapin St. Batavia, N. Y. 
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a positive letter is written asking 
the customer to come in and make 
some arrangement for paying. If 
this doesn’t bring action, a letter 
is mailed, stating in part that no 
response from the customer has 
indicated that he does not intend 
to pay, and under these circum- 
stances Mitchell’s unwillingly will 
have to resort to a judgment. 

The company has no more than 
10% of their outstanding accounts 
past due. But there is one thing 
they do not do: write off bad ac- 
counts. 

“Keep those accounts on your 
books,” Miss Reynolds advises, 
“because you will collect even on 
accounts that you thought were 
hopeless.” 


. 


Chemicals on the Farm 


(Continued from page 90) 


The applicator tanks on tractors 
are filled by connecting a hose 
from a farm storage tank to the 
tractor tank and releasing a small 
amount of vapor from the tracto! 
tank. This creates a differential in 
pressure and liquid ammonia flows 
from the supply tank into the 
tractor tank. 

There is much interest in the 
application of the fertilizer and 
each time the company’s tractors 
are at work on a custom basis a 
crowd of farmers who have not 
had an opportunity to use the fer- 
tilizer are attracted to the 

While operating a department 
to handle application on a custom 
basis is a profitable operation it is 
not intended to restrict the sale of 
tractors, anhydrous ammonia or 
any special equipment, Hughston 
said. The sales department is sell- 
ing all the necessary equipment to 
those who want it. The company 
points out in its promotion that use 
of the fertilizer will result in 
greater crop yields with an ac 
companying increase in farm in- 
come. Many advantages are listed 
for the potential customer, Hughs- 
ton said. For example, 40 pounds 
of anhydrous ammonia to the acre 
will do the job formerly requiring 
250 pounds of nitrate of soda. The 
of the ammonia runs about 
$3.50 per acre as against a cost of 
$8.25 per acre for nitrate of soda 

The company estimates that a 
farmer with 350 to 400 acres can 
buy the necessary equipment and 
pay for it out of the profits of the 
first year. 

From the implement dealer's 
standpoint there are a number of 


scene 


cost 





THE BILLINGS & SPENCER CO 





problems in handling anhydrous 
ammonia, For one thing, Hughs- 
ton said, there was much improve- 
ment to come in the pumps used 
The pump has to be one that is 
capable of accurately metering 
the amount of ammonia injected 
into the soil. New types of injec- 
tors are being worked out, Hughs- 
ton explained, and such improve- 
ments in equipment inevitably will 
mean increased sales to farmers 

Also the dealer must have suit- 
able storage facilities. Anhydrous 
ammonia is a volatile liquid and 
must be handled and stored under 
pressure to prevent evaporation 
loss. The pressure on the inside of 
the tank storing ammonia varies 
with the temperature of the liquid 
It is approximately 75 Ibs. per sq 
in. when the temperature of the 
liquid is 50 deg. Fahr. and 197 Ibs 
when the liquid is 100 deg. Fahr 

Safety precautions and observ- 
ance of proper regulations are es- 
sential, Hughston said. Tanks are 
equipped with safety valves set 
at 200 pounds and should never be 
tampered with. Anhydrous am- 
monia is a product that is handled 
easily and is entirely safe for all 
concerned if safety rules are ob- 
served 
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Farm and Ranch—Southern Agriculturist 


me YOUR 
DIRECT 
LINE TO 
MORE 
BUSINESS 


inthe ELECTRIFIED SOUTH 





l. today’s New South there are more electrified farms 


and ranches than in any other section of the United 
States... 


AND Advertisers reach more Southern farms and 
ranches with Farm & Ranch-Southern Agriculturist than 
through any other magazine of any kind! 


Yes, 2,282,000 Southern and Southwestern farms and ranches 
are electrified today—a 290% gain in the last nine years. This 
means millions of new customers for electric refrigerators, ranges, 
washing machines, sinks, bathrooms, electric pumps and scores 


of other items. 


It's a rich field for retailers of electrical equipment— 
re fom “ Mende Goutionn Agiectnetn is the manu- CIRCULATION 
acturers’ and distributors’ direct line to this vast elec- 
trical market. Sales support for you reaches more well- GUARANTEE 
to-do Southern and Southwestern farm and ranch fam- 1 290 000 
ilies through Farm & Ranch-Southern Agriculturist than ’ ’ 
through any other single advertising medium! 


“FARM ano RANCH pustisuine co. 


318 MURFREESBORO ROAD ° NASHVILLE 10, TENNESSEE 
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As in other phases of the busi- 
ness, the implement dealer should 
have a plentiful supply of parts for 
those farmers using ammonia ap- 
plicators. 

Bolts, nuts, applicator feet, am- 
monia_ hose, fittings, pressure 
gauges, valves, are some of the 
items that may need replacement 
in a busy season. 

“A demonstration in the appli- 
cation of anhydrous ammonia 
brings in more customers and 
prospects than any plowing dem- 
onstration ever did,” Hughston 
said. “Which makes the dealer's 
applicator equipment an effective 
advertisement for his other serv- 
ices and merchandise.” 


+ 


Papec Introduces Large 
Capacity Crop Blower . 


NEW, large capacity No, 45 

Crop Blower, designed to of- 
fer farmers faster handling of 
crop blowing in the barn or silo, 
has been introduced by Papec Ma- 
chine Co., Shortsville, N. Y. The 
blower has a 10-foot hopper and 
380 square inches of throat-open- 


ing, which give it a greater capaci- 
ty than field machines on all types 
of materials, it is claimed. 

A feature of the No. 45 unit is 
its tilting hopper, which can be 
raised quickly and easily to allow 
trailers or trucks to get into posi- 
tion for unloading without back- 
ing. An automatic locking device 
holds the hopper in the raised po- 
sition, so that it cannot be blown 
or pushed over. 

Other features include an ad- 
justment for the throat-opening 
according to the amount of power 
available to avoid stalling the 








For Extra Power 


DEPENDABILITY 
ann SALES APPEAL 
STOCK THE LINE WITH 
CONTINENTAL ENGINE 


When a lawnmower, tractor or other 
machine is powered by one of these 
Continental four-cycle air-cooled en- 





gines, there's no stalling or faltering when the going gets tough. All 
models develop power well in excess of their ratings, and their torque 
at moderate speeds is unusually high. 
and unsurpassed dependability, as proved by thousands 
of users, and you know why equipment with Con- 
tinental Red Seal power won't gather dust on your floor. 


YOU'LL MOVE MORE UNITS, MAKE MORE PROFIT, 
STOCKING LINES WITH CONTINENTAL POWER 


BY 


Red Seal ACS—AC6. Ultra-iow profile 

models. % to 1% hp. The line 

includes five series covering the 
% te 24 h.p. range. 








Add to this their quick, sure starts 








[ontinental Motors [orporation 


AIR-COOLED INDUSTRIAL ENGINE DIVISION 





620 FORD BUILDING «+ 


DETROIT 26, MICHIGAN 














tractor; easily removable wheels 
and axles; and worm feed control 
within easy reach of the operator. 

The Papec No. 45 Crop Blower 
will be in the hands of dealers for 
Spring delivery, it was announced 


6 


Atlantic Steel Names 
Duke Product Engineer 
recently was 


AUL A. DUKE 
named product engineer for 


Atlantic Steel Company of Atlan- 
ta, according to R. S. Lynch, presi- 
dent. Mr. Duke, a native of Atlan- 
ta, has been connected with At- 
lantic Steel since 1948, as Atlanta 
representative for the company’s 
warehouse division. 

A graduate of Georgia Institute 
of Technology, he played profes- 
sional football for one season with 
the New York Yankees. For two 
years he was connected with W. D 
Taulman ‘and Associates, specializ- 
ing in steel prodfiction equipment, 
where he obtained training in steel 
plants throughout the United 
States. 

Mr. Duke is an active member 
of the Georgia Engineering Socie- 
ty,. American Society for Metals, 
and various civic organizations. 


. 


Massey-Harris Issues 
New Buyer's Guide . 


HE MASSEY-Harris Co. of Ra- 
- cine, Wis., has announced that 
the new 1951 issue of its Buyer's 
Guide is available for distribution 
Printed in four colors, the 40-page 
catalog illustrates and describes 





Massey-Harris tractors with 
Depth-O-Matic 2-way hydraulic 
system, from the l-plow Pony 
to the 4-5 plow 55; 44 and 55 
diesel models with Dyna-Cell and 
special orchard, vineyard, riceland 
and Western Special models; and 
a section on plows, harrows, drills, 
planters and sprayers. 

Shown next are combines, start- 
ing with the S. P. Clipper and the 
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Patterns are available for practically 
all plows, listers, middlebreakers in No. 1 soft 
center or No. 2 crucible steel of the highest 
quality obtainable. Send today for catalog and 

+ trade prices. 


STAR MANUFACTURING COMPANY 


ILLINOIS IRON & BOLT CO 
ILLINOIS, U.S.A EST 








DIVISION OF 


CARPENTERSVILLE 1873 








If You Handle 
Farm Equipment - 


You would find our 150 page book 
by F. R. Jones, 


of great value in dealing 


“Farm Equipment 





Service,” 
with your farm customers. Free with 
a 3-year subscription to Southern 
Hardware — either new or renewal at 


$2.00. 


SOUTHERN HARDWARE 


806 Peachtree St. N.E. 


Atlanta 5, Ga. 
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You make more 
money selling 
DEMPSTER because 
it’s America’s 

quality water system! 


No wonder the farmer won't have anything else! Dempster 
offers him a tried-and-tested water-supply system—backed 
by the 73-year-old Dempster reputation for unquestioned 
quality. It's just plain sense that you can sell more Dempster 
Water Systems. In a day of increasing shortages, with 
replacement materials harder to get, your customer is more 
quality-conscious than ever before. You sell quality when 
you sell the Dempster Water System— it's America’s finest! 


These Dempster Pumps are star 
members of America’s finest line... 


wll fle 


DEEP-WELL JETMASTER 

ideal for offset imstaiiation of 
to be set directly over the well 
Unusually simple in operation 
only one moving part 


SHALLOW-WELL JET- 
MASTER — Only one movin 
pert. No special pressure tan 
needed. Easily instalied and 
exceptionally efficient 


CENTRIFUGAL PUMPS - 
impeliers are semi -enciosed 
for greater efficiency. Balanced 
drive shafts ride on double Tim 
ken Bearings. There are no bet 
ter inngation pumps made than 
Dempster Centrifugal Pumps 


DEEP -WELL WATER SYS- 
TEM — Positive lubrication 
Modern design. Availab’e for 
electric motor or gasoline engine 
operation. Can be supplied with 
windmill attachment 


America’s Quality Line of Farm 


DEMPSTER Salas 


WATER SUPPLY —a SUPPLY EQUIPMENT 


Pumps @ Tonks © Windmills « 


Irrigation Equipment 


DEMPSTER 
MILL MFG. CO. 


Beatrice, Nebroske 








27 Pound Portable Pump Has 
5 Gallon Per Minute Capacity 


ry 7 A 


ADVERTISER'S INDEX 


DeLaval Separator Co 
Deming Company 
Dempster Mill Mfg. Co 
Dietz Co., R. FE 


Dure Co 


Acme Shear Co 


A powerful little portable 
pump weighing only 27 Ibs. 
complete with % H. P. heavy 
duty motor, hinged rust proof 
carrying handle and a 5 foot 
electric cord is now available. 


Advertising Council In 
Ajax Hardware Mfg. Corp 
Alabama Mfg. Co 
Alexander Mfg. Co 

Allen & Co., 8. I 105 i? 
Allis-Chalmers Mfg. Co 120 


Aluminum Company of America 29 Eclipse Lawn Mower Co 


Electric Wheel Co 


Ellinor Village 


Aluminum Goods Mfg 


The bronze pump on this unit 


has a flexible Hycar rubber 
rotor and replaceable bronze 
bearings. It is self priming 
and is suitable for use up to 
30 lbs. pressure 


The intake and output ports are threaded outside for 
standard 34” garden hose couplings and threaded inside 
for 3%” pipe. 


The pump operates as quietly as the motor and is ideal 
for many uses such as draining cellars, garden pools, 
silo pits, cesspools, cisterns and boats, pumping into 
bait tanks and for spraying insecticides, weed killers 
and liquid fertilizers 


The price of the HYPRO PORTABLE PUMP is so sur- 
prisingly low it sells itself. For prices and complete de- 
tails write today to HYPRO ENGINEERING, INC., 
Dept. B, 404 Washington Ave. North, Minneapolis 1, 
Minnesota 

Other pumps manufactured by Hypro Engineering, Inc., 


include Hypromatic Water System pumps, tractor pumps 
and tractor tire filling kits, transfer and booster pumps. 








CHAIN 
REPAIR 
LINKS 


WIRE ROPE 


CLIPS 
CHAIN 
SWIVELS 


WASHERS 











THERE IS ALWAYS A DEMAND FOR THESE 
HANDY SUPPLIES BY YOUR TRADE! 


Small repair items can grow into a profitable volume for 
you. Accommodate your farm and industrial trade with 
on-the-spot service. Be headquarters for reliable Moline 
farm tools and mill supplies. The items shown above are 
only a few of the serviceable, de- _ 
pendable supplies produced by ] 
Moline Iron Works. We'll gladly 
send you a catalog of the complete 

Moline line on request. Your jobber 

can fill your order promptly. 


OTHER MOLINE SUPPLIES INCLUDE: 


Hay Tools * Wire Stretchers * Tackle Blocks * 
Rope Hoists * Load Binders * Harness Hard 
ware © Clevises * Etc 
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Co 'nside Back Cover 


American Chain & Cable Co 


Ine 
American Pad & Textile 
Co S2 
American Steel & Wire Co 


Cyclone Fence Div 


Ames Baldwin-Wyoming Co 


Arvey Cory 

Atkins & Co E ¢ 
Atlanta Envelope Co 
Atlantic Steel Ce 
Atlas Asbestos Co 
Autoyre Co 

Avery & Sons Ce 


Raird & Co. G. M 

Baker Brush Co 

Barrett Div 
& Dye Corp 

Bethlehem Steel Corp 

Billings & Spencer Co 

Boker & Co., Inc., H 

Brand Names Foundation, I 

Briggs & Stratton Cory 


Buffalo Bolt C« 


Cc 


ampbell Chain 

ase Co. JT 

entury Engineering Cort 
hampion De Arment Co 
hapin Mfg. Works, In k 
hattanoog 


eney Hammer Cory Henry 


go Screw Co 


‘hicopee Mfg. Corp. Second ( 


lark Bros. Bolt Co 

lark Manufacturing Co 
emson Bros., Inc 
eveland Chain & Mfg. C« 
linton Machine Co 
oleman Co., Inc 

olorade Fuel & Iron Corp 
Wickwire Spencer Steel 
Division 

olumbian Rope Co 

‘onsumers Glue Co 
ontinental Motors Corp 
ooper Mfg. Co 

orning Glass Works 
clone Fence Division 


United States Steel 


D 


Davis Corp... G. W 
Dazey Cory 
Dearborn Motor Corp 


Decatur Pump Co 


Deere, John 


Allied Chemical 


» Implement & Mf¢ 


Embury Mfg. Co 
Empire Plow ¢ 
Enterprise Mfg. Co 


F 


Fairbanks, Morse 
Farm and Ranch 
Co 
Farm Tools, In 
Farquhar Co 
Federated Mutual 
& Hdw. Insura 
Fitler Cc Edwir 
Fleischmann Handle 
Fleming & Sons, Ine 
lint & Walling Mf 
Florida Fishing 
Ce 


G 


General Steel Wareho 
Ine 

Gilbert and Bennett Mfz 

Goulds Pumps, In 

Great Neck Saw Mfrs 

tireenlee Tool Co 

Griffin Mfg. Company 


Giuaranteed Products, Ir 


H 


Hamilton Mfg. Cort 
Hanson Scale Ce 
Heddon's Sons, Jame 
Herschel Mfg. C« 
Hillerich & Bradst 
Lo 
Hodell Chain ( 
Horrocks Ibbotson Co 
Horton-Bristo] Mfg 
Hudson Mfg. Co., H 
Huenefeld Co 


Hypro Engineering Co 


| 
Ingersoll 
Discs 
Ingersoll 
Shove 
Internatio 
Gener 


Irwin Auger 


Keystone Steel & Wire Co 


King Hardware Co 
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P. T. O. Clipper, the original 
scoop-type combine, and the 15 
and 17 pull-type machines; the 
new Super 26 and 27 Self-Pro- 
pelled combines, with balanced 
separation and the _ track-type 
version of these machines for rice 
operations; the Self-Propelled corn 
Picker; new Forage Clipper, avail- 
able in three basic models; hay 
tools; and the No. 11 spreader and 
Roadmaster wagons. 

Free copies of the booklet will 
be furnished by the manufacture: 
en request. 


* 


New Dearborn-Peoria 
Fertilizer Grain Drill 


HE NEW Dearborn-Peoria fer- An improved feature is the The 13 single disc furrow open 
'T “‘titizer grain drill, with im- _ fluted force feed that meters seed ers, designed to cut through hard 
proved design for fast and accurate from the all-metal hopper in a _ ground and trash, are spaced seven 
drilling of grain and distribution uniform stream. The flow of grain inches apart. The full floating boot 
of fertilizer, is now on the market, is easily adjusted. The amount of and shoe assemblies assure seeding 
according to G. D. Andrews, vice fertilizer drilled can be regulated at the bottom of the furrows. A 
president in charge of sales for from 40 to 1,900 pounds per acre power lift, operated from the 
Dearborn Motors, Detroit 3, Mich by adjusting gates and drive tractor seat, raises and lowers the 

The implement plants peas speed. The hopper is divided into furrow openers. Planting depth 

oats, barley, rye, wheat and other’ grain and fertilizer compartments, adjusted easily by moving the stop 
small grains. With grass seeder at- each holding approximately six block in the power lift link 
tachment, it will accurately drill bushels. A fertilizer agitator The box type frame is riveted 
or broadcast grasses and legumes standard equipment bolted and arc welded 











DU-A | Line 
Profit From A Tractor 
a S Sell \tselt 
Riding That ial! 


Tractor / 
helps the ‘Du-All” Riding Tractor and ‘'P: P ( O 
FLEXIBILITY OF U Wall ing Tractor sell Shemssiven. Bameruus extach = \ 


ments help you to extra profits too, because they let Shaw Tractors seed, rake, saw 
wood, harrow, disc, cultivate. mow. plow and do hundreds of other jobs quickly and easily 


nn nw a an 
ECONOMY OF OPERATION Patented. exclusive design assures maximum DU-ALL and PEPPY PAL 
* power and bulldozer traction. Heavy-duty. tested 
engines get the most from every pint of gasoline give customers more for every dollar Garden Tractors 
FINE QUALITY AT LOWEST COST. Sm!» of denien, man 
* production techniques 
over 530 years farm equipment engineering experience result in low-cost “PEPPY- PAL” 
dependable construction the kind your customers want. Easy to start P 
easy to run a child can operate any Shaw Tractor Walking Tractor 
ATTRACTIVE PROFIT MARGINS : 
Attractive profit margins are due to mass production and mass buying 
of raw materials. Special prices are offered to distributors buying in HARROW 
large quantities SEED 
SOME CHOICE DEALERSHIPS STILL OPEN oi CULTIVATE 
You cam start cashing in on Shaw t opportunities today. For DISC 
complete information en how to build profits in the field of smal! . " MOW 
tractors, write direct to manufacturer now J ‘ anne 
: K 


SAW 


MANUFACTURING CO. 3 » «a 


8303 Front Street, Galesburg, Kansas 
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@ Moderately priced 


@ Weather resistant 


semantics 


@ Light and strong 
@ Reasonably priced 


@ For general farm use 


| 
| 


Ses oe 
Page 
a renee ~ 


MAGNOLIA 

Pocked individue!l burlop ond 
poper wrapped tubes. Ideal for well 
rope Send for free somple 


in 


MALLISON WEBBING 


Pocked in Cut Bonds stitched for immedicte 
use or in 100 ft. rolls. Send for free somple 


Write for additional literature and sales helps on com- 
plete Puritan line which includes Puritan, Regal, Kendale 
Southgate and Magnolia Sash Cord 


, a CLE. 
J SAECUTIVE OnniCE ag, 

“OW/Sv1L LE 6g ane Wk nny MULL 

. GEORG LA 


PURITAN CORDAGE MILLS, Inc. (Manufacturers) Louisville 6, Kentucky 


Klein & Sons, Mathias Remington Arms 
Republic Steel ¢ 
Revere Ce 


per & 


& 8S Bait Co 
zamson and Session 
mngley Cory 
arson Uo Chas a 
auson Lo 
avelle Rubber Co 

Lewis Engineering Co 
ibbey, Owens, Ford Glass Uc 
inen Thread Co., In 
owe Brothers Co 


Lufkin Rule Co 


United States Treas 


Upson Brothers 


Utica-Duxbak Corg 


son-Sargent Co 


e Gaulbert Paint 


ow and Wilcox 
vania Lawn Mow 
s Cartridge D 


Wisconsin Motor (¢ 
WW druff & Sons 
Wooster Brush ( 


Wright Steel & Wir 


R 


Red Devil Tools 





Red Jacket Mfg. Co Yale and To 


Mfg 
Reeve Co * Yazoo Manufactur 


ané 


ng 


Co 


Brass 


Cx 


6 and 
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is a SALES MAKE 


12 MONTHS A YEAR 





“Customers want facts on performance, and Simplicity 
offers plenty Take the Simplicity Tractor and Sickle 
Bar attachment for example clears 4 to 5 acres in less 
than a day. Sales-facts like that put cash in my pocket.”” 


“When I put a Simplicity 
pect’s place like I'm doing 
og Saw attachment that 
melts away 


through its paces at 
here with the 
s when 


pros 
and 


sales resistance really 








“Any season of the 
Simplicity owners 
time and work. 
too 


year, ms a 
how 


pleasure to visit my 
tO see Simplicity them 
They're my best source of new prospects 


saves 





and profitable 
back, aga 
work-saving Simplicity 


“It's mighty, mighty satisfying 
those 
to buy more low-cost 


Simplicity 


customers whe they come 


implements 


slays sold 





All-Season profits with 
GARDEN TRACTORS 
and implements 
Simplicity has a year 


gram, backed by the 


sistent 


round merchandising pro- 
industry's biggest, most con- 
campaign Simplicity's big 
implements 1s interchangeable on 
the performance-proved tractor 
Dealers can stock the full 
minimum inventory investment 
Simplicity prices are competitive — the 
best value held 


advertising 
selection of 


line 


m the 


AMERICA’S 
No.1 
GARDEN 
TRACTOR 


Some dealerships still availabl 
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2 MODELS COVER 
THE MOST POPULAR 
HORSEPOWER CLASSIFICATION 


(85% of all garden tractors sold are in the 2 to 3 h.p. range) 
3 H.P. MODEL 


with new Lo-l 
duty one-px frame 
& Stratton Model 9 Engine 


M-1 TRACTOR 5 f 
speed. Fully enc i gears. Heavy 

Patented “‘Quick-Hitch Briggs 
$225.00° Implements Extra 


rward speeds 


2 H.P. MODEL L-1 TRACTOR — Twin two the 3 hp. M-I 
Designed for work. Briggs & Stra Mod N 
Engine $155.00° Implemen 


*Prices F.O.B 


lighter 
Extra 


SIMPLICITY MANUFACTURING COMPANY 
1209 Spring St., Port Washington, Wis 


I'm interested in the profit opportunity in o Simplicity 


dealership. Please send all information as soon as possible 


NAME 
ADDRESS 


City STATE 


Write today for full information USE THIS COUPON! 








Regardless of the headlines, or the turn of current events, the basic job of the farm 
equipment industry never changes 


From factory worker to dealer salesman, our first responsibility remains the 
same — to put more power in the farmer’s hands, to make his time go further and 
enable him to produce more food and fiber at lowest cost. 


A “tight” economy only increases the need for our three fundamental services 


SALES — Placing the right machinery . . . whether new or used . . . on the right farms 
... for maximum production without loss of time or waste of power. 


SERVICE — Backing every machine with adequate parts and shop service . . . 
keep each one operating efficiently, economically and continuously. 


EDUCATION — Teaching and instructing owners and operators in the care and 

operation of their equipment . . . to the end that they may become more efficient in 

every phase of their farming operations. 

In emergencies or in normal times, the services performed by the farm equip- 
ment dealer are essential, for they make farm time go further and thereby contribute 
to maximum production of those commodities which the nation needs most 


ALLIS‘CHALMERS 


RACTOR DIVISION ° MILWAUKEE 1, U.S. A. 





the two ie Ds of Profitable Promotion 


in the Completely Aytomatic 


IRRO-MATT 
the Wroduct Whealt-xaambe arc 


Beautiful MIRRO-MATIC is more than a 
match for any fine coffee-maker on the market. 
Its powerful 600-watt percolating element 
starts in seconds, perks to flavory, full-bodied 
perfection, whether as few as four cups or as 
many as eight are made. Then a separate 
low-heat 30-watt element automatically 
takes over, keeps coffee drinking-hot for 
hours. No automatic coffee-maker can do 
more ...nor do it more efficiently 


the Wrice 


Here MIRRO-MATIC’s best argument is 
comparison of dollar-for-dollar value. The 
completely automatic, two-element MIRRO- 
MATIC Electric Percolator, complete with 
cord and including Federal Tax, retails at 


ONLY / Oh 


WEST ] 

$13.95 

Promote the product and the price, to get your 
full share of sales from this nationally adver- 
tised MIRRO utensil. 


Suy from your 
MIRRO 


Noy have them BOTH 


PATENT NUMBER 1944436 
OTHERS PENDING 
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Rod Devil 


PAINT CONDITIONING EQUIPMENT 
The world’s leaders. Nationally advertised. 


Good news! You too, can sell paint in 
full view of your customers that is 
made “fresher than fresh” —yes, the 
famous No. 30 is back. Set automatic 
timer from 30 seconds up to 15 minutes 
and the No. 30 perfectly conditions 
every can on the shelf from 1/4 pint to 
gallon—at the race of 700 shakes a 


minute. 
left: Permanent and portable 
Counter High Pedestal boses 
below: Four Con and Squore 
Con Adapters for No 30 


Larger model takes 2 to $ gallon cans, 
has 2 gallon and odd size can adapter. 
Triple, three way action. Designed for 
sale to industrial users of paint and 
other liquid or materials; and to ware- 
houses, aircraft, and auto plants, city, 
public utility and oil maintenance 
departments, large contractors, etc. 


NEW CS-1 Super Scraper 
with CARBOLOY BLADE 
Stays sharp 100 times longer—four 
edges, four different shaped corners. 
Scrapes paint, finish, rust from wood, 
metal, masonry, etc. $3.50 retail. 
Replaceable blade $2.90 retail. 


SOUTHERN FARM EQUIPMENT Section for MARCH, I9 


No. 30 
RED DEVIL 
PAINT 
CONDITIONER 


RED OEVit Vasd 
Pvwac74 wT 


K 
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BEVit 
AINT MIXERS 


ot to be confused with di s) 


The No. 31 Portable Electric 
Paint Mixer is the contractor's 
favorite because it does the 
job in a few minutes. Rotates 
at 1750 revolutions a minute. 
Ideal for mixing paint and 
blending colors. Made in 
three sizes — 27”,42", 49° 





No. 31, Jr. Paint Paddle with 
14” blade is a superb portable 
color mixing unit with great 
potential demand—be the first 
to show it for fast turnover. 
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